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DELIVERS TWO PRODUCTS 
DELIVERS ONE PRODUCT on one or both sides of an island. 


on one or both sides of an island. 


EASY TO HANDLE REQUIRES ONE 


because it is shipped in a i SUCTION LINE 


two separate crates. for one product; two lines for 


two products. Easily converted 
from one to the other. 


DESIGNED FOR 
TWO FINISHES 


if desired, when used 
for dispensing two ” MAY BE SEPARATED 


products. /j —— a a -£ for single pump operation. 


—— Twin gas on - com- aa dispensers! 


for use adjoining one ancther where Model 39 Al Twin Pump 

limited space and heavy traffic make —for one product. 
such operation desirable. A Twin : 

unit may draw fuel from one storage Model 39 A2 a Pump 

tank through one suction line, or from : <=for two products. 
two tanks through separate lines. Model 39 Al RC Twin Dispenser 
Tokheim Twin Pumps have greater —for one product. 
utility, greater versatility and more Model 39 A2 RC Twin Dispenser 
practical features than any other —for two products. 
Twin on the market. Investigate them 
before you buy any pump. 


WRITE FOR NEW BULLETIN! 


MODEL 39 Al TWIN PUMP 





TOKHEIM OIL TANK AND PUMP CO. oe) 4 H E | M 
DESIGNERS AND BUILDERS OF SUPERIOR EQUIPMENT 

FORT WAYNE 1 SINCE 1901 INDIANA 4-SEASON PUMPS 

CANADIAN DISTRIBUTOR: H. REEDER, 205 YONGE ST., TORONTO 





What happens at Service Stations 
which sell 


Te Gants 


Gasoline 


Development 
in S| Years 


TCP", a Shell discovered 
additive now blended into 
Shell Premium Gasoline, 
is proving itself the most 
successful “‘new business” 
attraction ever enjoyed 

by a dealer group selling 
branded gasoline 


Wuen any NorMAL SIZE service station has 
167 local motorists—new to the station, and 
new to the brand—make gasoline purchases 
in a single month, something big has hap- 
pened! When most of the 167 “strangers” 
continue to buy in the second month and are 
joined by a new group equally numerous, you 
have a picture of what TCP additive in Shell 
Premium Gasoline has meant to Shell dealers 
across the country. 


It goes beyond gasoline sales, because 
these new customers are responsible for in- 
creases in all departments: Motor Oil, Lubri- 
cation, TBA, Car Washes, and other profit- 
able services. 


TCP is Shell’s trademark for this additive. 
It is an outstanding example of the right 
product development introduced at the right 
time for a retail marketing team that makes 
success a habit. 


If you want to keep company with a 
fast-moving combination, get the facts 
on the Shell Dealer Franchise. Find out 
for yourself why it pays more to sell pe- 
troleum products under the Shell brand. 
Call the Shell Oil Company office or the 
Shell Franchised Jobber nearest you. 
*Pacent applied for 


SHELL PREMIUM GASOLINE 


The Most Powerful Gasoline Your Car Can Use XX 
SS 
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| STAR PERFORMER IN THE FIELD 


You can cut truck loading time away down with the 
newly redesigned BLX series Rockwell Rotocycle meters. 
That means more fills per hour or per day— 

less wasted truck time. 


In this design everything revolves freely ‘‘Flo-ward"’ 
like an electric motor on ball bearing mounts. There 
are no pressure absorbing reverse movements—no 
oscillating parts, valves or pistons to wear and ‘‘brake.”’ 


Write. today for full facts on all the advantages of 
ALUMINUM ALLOY CASES! using free-running, precision Rockwell Rotocycle meters on 


The larger sizes of Rotocycle meters—the Models your lines. They make accounting positive, auditing certain. 
BLX 4, 5 and 6 are now available with cost aluminum 
cases where specified. This makes them easier to 
handle and install and more acceptable for high 
eee ee ROCKWELL MANUFACTURING COMPANY 

PITTSBURGH 8, PA. * Atlanta * Boston * Chicago * Houston 


Kansas City * Los Angeles * New York * Pittsburgh * San Francisco 
Seattle * Tulsa * In Canada: Peacock Brothers Limited 
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Behind Our Headlines 


Helping to ease—and make worth- 
while—the burdens that go with get- 
ting out a weekly magazine are letters 
like the following: 

From New Rochelle, N. Y.—“We 
have subscribed to NPN ever since we 
went into business 17 years ago, and 
I wouldn’t be without it . . . So will 
you enter us for a second subscription 
in the name of (my partner). I am 
apt to take NPN home to read it; get 
interested in an article; tear it out. 
The result is Mr. . . 
complete magazine.” 

From San Francisco—“We are a 
new subscriber to your fine magazine 
and enjoy it thoroughly. We have 
taken several other petroleum publi- 
cations, but yours is the first one we 
have found serving the needs of the 
distributors and jobbers.” 

Then there is the marketer who 
volunteers the comment that he al- 
ways reads NPN at home on week- 
ends—“because that is where I do my 
thinking and get my ideas” for im- 
proving the business. 

* 


. never sees the 


Here’s a tip. . . . Don’t miss a 
bang-up report in this issue on the 
plans of the Oil Workers International 
Union to organize oil marketing work- 
ers, and on what the AFL Teamsters 
Union is doing in the same direction. 

Frank Breese, our West Coast 
editor, and Clyde LaMotte, of our 
Washington bureau, assembled the 
basic information—Frank on a flying 
trip to OWIU headquarters in Denver, 
and Clyde on a Journey to Philadel- 
phia, where the Teamsters have a 
drive on among service station em- 
ployes. The result is a report that de- 
serves your earnest attention. 


—Herbert A. Yocom 
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CLOSURES 


*The “Tri-Sure”’ Trademark isa mark 
of reliability backed by over 30 years 
serving industry. It tells your cus- 
tomers that genuine Tri-Sure Flanges 
(inserted with genuine Tri-Sure dies), 
Plugs and Seals have been used. 


STANDARD VACUUM 


uses 7ri-Sure Closures 
for world-wide protection 


Aden 
Australia 
Burma 
Ceylon 

East Africa 
Ethiopia 
Guam 

Hong Kong 
India 
Indo-China 
Indonesia 
Japan 
Malaya 
New Zealand 
Pakistan 

®@ Philippines 
® South Africa 
© Taiwan 

® Thailand 


TANDARD VACUUM drums are a familiar sight in Australia... 
Malaya... South Africa... and many ports in the 
furthest reaches of the world. 
And just as well-known—and welcome—are the Tri-Sure* 
Closures that guard those drums—giving proof that the fine products 
inside have travelled thousands of miles with their quality unimpaired. 
Standard Vacuum Oil Company, like many other 
world-renowned shippers, has demonstrated that long shipments 
can be safe shipments when drums are protected from 
leakage, seepage, and tampering by the Tri-Sure 
Flange, Plug and Seal. 
Whether you ship to another city or another continent 
this exclusive Tri-Sure assembly will give your drums the 
protection that pays. Make all of your shipments secure, by 
specifying “‘Tri-Sure Closures” on all drum orders. 


AMERICAN FLANGE & MANUFACTURING CO. INC. 
30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y. 


Tri-Sure Products Limited, St. Catharines, Ontario, Canada 
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AHEAD OF THE NEWS 


Margin Protest Grows—Jobbers of one Midwest major 
are openly proclaiming they are buying gasoline “on the 
outside,” and will continue to do so until margins are in- 
creased. The jobbers are up in arms because their supplier 
has failed to boost gasoline margins in line with increases 
made last summer by all other suppliers in the area. So 
incensed are the company’s jobbers in Minnesota that they 
have formed their own permanent association, to present a 
united front on margin demands. The jobbers say they 
can’t be competitive when their gasoline margin is 0.25¢ 
per gal. lower than that of competing distributors. In re- 
fusing to increase margins, the supplier points to “exclu- 
sive benefits” the jobbers enjoy through their connection 
with the company. 


Gasoline Price Dip—Lower tank car gasoline prices in 
the Mid-Continent are still 30 to 45 days away—but they 
are coming—two independent refiners in the region believe. 
They say the recent cutbacks in refinery runs are helping to 
hold prices steady now. But one of the refiners says the 
Mid-Continent gasoline market is a “sick dog,” and 
prices “just about have to go off before much longer.” 
Both refiners, however, look for new increases in residual 
prices and maybe a boost in burning oil prices, if tem- 
peratures this winter are below normal. 


Atomic Competition—tThe future invasion of oil mar- 
kets by atomic energy is already beyond the thinking stage. 
British authorities report engineers are now working on 
plans for an atomic-powered flying boat. It would be 
able to carry up to 200 passengers, because payload would 
not be sacrificed for fuel. 


Needed: Cold Weather—Two large heating oil distribu- 
tors on the East Coast are losing sleep over distillate prices. 
They’re afraid prices will tumble—catching them with 
storage full. One distributor thinks prices may break un- 
less the East has some steady “burning weather.” His tanks 
are filled to capacity, representing about one-third of his 
winter requirements. The other Independent is even more 
worried because he buys tanker lots and has all his storage 
filled (with 60% to 65% of his winter needs). Both com- 
panies say home storage is in excellent shape. 


Tanker Mothballing Delay—Some ocean tanker men 
now believe the government will wait at least until spring 
before offering longer-term charters to spur new tanker 
building and perm:t the mothballing of government- 
operated ships. U. S. officials are considering the fact that 
a cold winter might tighten the tanker market. They 
realize winter would be no time to lay up government 
tankers that might be needed to supply fuel oil. 
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Additives Gain Favor—Several independent refiners 
in the Mid-Continent are thinking seriously of entering 
the gasoline additive race started by Shell's TCP fuel. One 
refiner is now testing an additive, and may enter the field 
“if the public demands it.” The independent refiners think 
the public is accepting “in a big way” the additive programs 
already announced, and fear the effect on their sales. 


Gasoline Allowance Fight— Wisconsin jobbers are gird- 
ing themselves for a renewed battle this fall to protect their 
2.5% gasoline tax allowance. Granted by the state to li- 
censed wholesalers, the allowance covers the cost of collect- 
ing the gasoline tax, shrinkage, evaporation and other 
unaccounted-for losses. When a session of the Wisconsin 
legislature opens Oct. 26, it’s likely station dealers will try 
again to get 1% to 1.5% of the jobbers’ 2.5%. Dealers 
say they are tax collectors for the state, and thus are en- 
titled to part of the allowance. Jobbers point out that deal- 
ers are not licensed or bonded and make no reports to 
the state. Yet jobbers must meet all these requirements and 
are responsible for the collection and payment of the tax. 
Dealers have sought part of the allowance in the past 
several Jegslative sessions. They came closest to winning 
earlier this year, when a subcommittee reported their bill 
favorably. But it was rejected by the state assembly. 


Consignees Happy—Commission agents in the South- 
west are confident that all suppliers not giving recent com- 
mission increases in the Southwest will do so soon. There- 
fore, they see little to be gained by continuing to push the 
issue now. The consignees are generally satisfied with com- 
mission boosts (0.1¢ to 0.25¢ per gal.) made by The 
Texas Co., Magnolia Petroleum Co. and Gulf Oil Corp. 


Truck Overweight Ruling—Highway user groups are 
hoping an Illinois Supreme Court decision last month may 
cause other states to go easy on revoking truck registrations 
for overweight violations. The Illinois ru‘ing (which the 
highway groups would like to see upheld by the U. S. Su- 
preme Court) said that the state could not suspend operat- 
ing rights granted by the federal government, and directly 
affecting interstate commerce. The Illinois court ruling may 
have the most effect in states such as Maryland, where the 
statutes are vague On revocation authority. It may induce 
some states, where revocation authority is clearly provided, 
to be wary of enforcement. And the ruling may affect 
present and future legislation in all states. 


Drag on Tire Sales—A Rocky Mountain oil jobber pre- 
dicts that new price increases will hurt tire volume in his 
area. He points out, “It’s been getting tougher to sell tires, 
what with layoffs and slow business. But maybe they 
haven’t heard about that back East.” 


For more Ahead of the News > 
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In 5 great markets General American offers 
you complete bulk liquid storage terminal facil- 
ities with no capital investment on your part. 
You use modern facilities, pipelines, manifolds, 
blending equipment. 


You have complete privacy. 


All methods of bulk liquid transportation 
available. 


At the Ports of New York and New Orleans 
there is high-speed canning, drumming and 
barrelling equipment— yours to use. 


use General American’s"for lease”’ 
facilities at Chicago 


The Chicago region is a natural center for all 
types of transportation. Last year alone, the 
Chicago industrial area received and shipped a 
total of 46,198,867 tons of water-borne cargo. 
Via tanker alone, 3.9 million Ib. of bulk liquids 
are exported every month. Tank cars, too, move 
tremendous quantities of bulk liquids in and out 
of this giant rail center. 
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TANK STORAGE 
TERMINALS 


Int dopexdlability, see GENERAL AMERICAN in important Marketing Centers 


© Port of New York (Carteret, N. J.) © Houston 
© Port of New Orleans (Goodhope, La.) © Corpus Christi 
* Chicago 





GENERAL AMERICAN TANK STORAGE TERMINALS a disision of General American Transportation Corporation 
135 South La Salle Street, Chicago 90, Illinois 
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Brighter Farm Outlook—Collections from farmers in 
the Plains States will be better this fall than many oil 
companies had feared. Six weeks ago, oil marketers thought 
fall crops would be badly damaged by the extremely hot 
and dry weeks of August. But now they report the harvest 
will generally be good (although corn production will be 
only 60% to 80% of normal in some sections of Iowa and 
Nebraska). All is not rosy for the oil men, however, despite 
the improved crop outlook. Farm collections are getting 
tighter because of lower farm prices and the fact many 
farmers are still paying off debts on farm equipment. 


Correcting Turnpike Errors—tThe time is drawing near 
for the Ohio Turnpike Commission to decide on what kind 
of stations will be built on the Ohio Turnpike. Oil men 
are pushing the case for brand competition and are point- 
ing out to the commission the many mistakes in station 
design on toll roads already built. Pure Oil Co. has sub- 
mitted data showing how to avoid repeating these errors on 
the Ohio Turnpike. Among Pure’s recommendations: 
Separate truck stations (in addition to 16 stations for 
passenger cars); pump island shelters; room for adequate 
TBA display; service bays at each station; and in general, 
accepted oil company design principles. The Turnpike 
Commission has retained a Toledo, Ohio, architectural 
firm to prepare plans for a typical service area, and a com- 
mission subcommittee will soon make station recommen- 
dations. 
* 


New Imports Fight—The next session of Congress will 
see another battle to restrict the flow of foreign oil to this 
country. That’s the view of Otis Ellis, general counsel of 
National Oil Jobbers Council, who looks for a fight over 
“philosophies,” rather than specific commodities. NOJC 
opposes imports cuts, seeing them as a threat to ample oil 
supplies for jobbers. Mr. Ellis thinks the key conflict will 
be over language changes in the basic Reciprocal Trade 
Agreements Act—not over actual proposals for lower im- 
ports quotas. He predicts an effort will be made to change 
the law’s language so that an administrative agency with 
broader powers could change the trade program. He be- 


lieves such proposed revisions will appear harmless on 
the surface. 


NPN Staff 


Truck Delivery Battle—Northwest Petroleum Assn. is 
spearheading a drive to block municipal ordinances that 
limit gasoline truck deliveries to stations. Proposals in 
various cities would set the maximum amount trucks can 
carry on city streets at 1,000 gal. to 1,800 gal. Already 
East Grand Forks, Minn., has passed an ordinance limiting 
deliveries to 1,500 gal. The Northwest association is filing 
suit to repeal the ordinance. It hopes to set a precedent 
that will help defeat similar ordinances pending in the 
Minnesota cities of Rochester, Winona, Bemidji, Worth- 
ington and Brainerd. The Northwest group is taking this 
action even though some jobbers with small station storage 
are backing the restrictions, because they want to prevent 
the by-passing of bulk plants. 


iran Oil Caution—Oil companies are watching for anti- 
trust pitfalls in any U.S. government plan to get Iran oil 
back on the market—especially a plan calling for joint 
participation by American companies. The State Depart- 
ment is reported working hard on some such solution, 
with the companies “buying in” on a percentage of stock. 
But the oil men are wary, and some now talk of insisting 
on specific legislation that would authorize the oil com- 
panies to work together. It was at government insistence 
after World War I that major companies entered the 
Middle East oil picture. And some of those operations are 
now part of the “international oil cartel” suit. This time, 
the oil companies want it “in writing” that they will not be 
prosecuted later by some other administration for co-oper- 
ating with the government today. 


End of ‘Shrink-Out’—Independent distributors in the 
Pacific Northwest are confident their gasoline supply situ- 
ation will continue to improve. Last year was rock bottom 
for several of them because of the severe gasoline shortage. 
Victims of the so-called “shrink-out,” they had to drop 
accounts and watch some majors pick them up. Although 
gasoline is not cheap now, it’s plentiful. And refinery and 
products pipe line construction should assure good supplies 
in the future. At least one jobber who sweated through 
1952, and now can get supplies, has decided to wait six 
months to a year before signing a gasoline contract. He 
thinks he'll be able to write his own terms then. 
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WASHINGTON 


Military Explains Contract Award Ratio 


The military is prepared to give 
Congress and other real and potential 
critics plenty of cogent reasons why 
the small! business share of its petro- 
leum purchasing business is not higher. 

The chief explanation from the 
Armed Services Petroleum Purchasing 
Agency is that much of its procure- 
ment involves large overseas ship- 
ments, something that the small petro- 
leum marketer is not equipped to 
supply. 

There is, too, a large amount of 
high octane aviation gasoline involved 
which ASPPA says it cannot obtain 
from small concerns. The agency says 
small marketers do compete for and 
obtain contracts for jet fuel, but only 
when the amount is relatively small 
and delivery is to be made in their 
vicinity. They cannot fulfill a contract 
calling for millions of barrels of fuel 
at one time. 

On a regional basis, where small 
firms can ship to a location near them, 
they obtain a good volume of its busi- 
ness, ASPPA contends. 


Thorns for Organizers 


The labor unions making moves to- 
ward organizing service station opera- 
tors may find it a hard row to hoe. 
Similar efforts in the past have run 
into this problem: How do you give 
the union power to enforce its de- 
mands? 

The one big club any union holds 
over the employer is the threat of a 
strike. But an effective strike against 
service stations would be difficult. 
Most stations have only a few em- 
ployes, and they are largely unskilled 
so they could be replaced in short 
order by non-union workers. 

Furthermore, a service station oper- 
ator could keep the station open him- 
self in many locations, with perhaps 
some help from high school boys, rela- 
tives or others. 

There is always the possibility that 
the service station might not be able 
to get supplies during a strike because 
the tank wagon driver might refuse to 
cross a picket line. By doing some 
shopping around, however, the service 
station operator probably would be 
able to find a supplier with non-union 
drivers—or a jobber might drive a 
truck to the station himself. 

Unions have found from past ex- 
perience that service station strikes are 
rough to pull off, and they aren’t eager 
to try again. Instead, their approach 


is apt to be to try to put economic 
pressure on service stations by encour- 
aging all union members to trade only 
with stations employing union help. 
In cities where there is a high per- 
centage of union people, this sort of 
campaign might hurt a station’s busi- 
ness. 


McKay and Synthetics 


Now on the desk of Interior Secre- 
tary McKay is a report from the staff 
of the Bureau of Mines on the govern- 
ment’s role in synthetic fuels. If these 
ideas are acceptable to the secretary, 
it is likely he will make a policy state- 
ment. 

It’s no secret that the present Bu- 
reau of Mines thinking is that the 
government's place is in research, with 
industry being left the job of building 
commercial plants when and if the 
project becomes economically feasible. 

Mr. McKay, too, is a firm believer 
in the theory that in any field industry 
should be permitted to do a given job 
if it is willing and able. But he has also 
made it clear that he feels the govern- 
ment has the right and the responsibil- 
ity to move in where private enterprise 
fears to tread. 

The policy statement—when and if 
it is issued—therefore is likely to spell 
out the Secretary’s idea as to where 
government's role in synthetic fuels 
begins and ends. 


Right or Wrong? 


Herbert Hoover, Jr., state depart- 
ment petroleum consultant, has fur- 
rowed the brows of oil industry execu- 
tives with his recent statement that it 
would be “many months, even years” 
before the Iranian problem could be 
solved. 

The question is whether he was 
speaking of the time required to come 
up with some plan and initiate the 
resumption of Iranian production, or 
whether he was thinking of the final 
solution which could spell stability for 
the Middle East. 

If he was talking about the start of 
a solution, oil men who were asked for 
advice on Iran recently, say the state- 
ment does not square with the fact 
that Mr. Hoover and other state de- 
partment officials have stressed the 
urgency of doing something right 
away. On the other hand, there is no 
conflict if he was speaking to the NPC 
about a final settlement. 


By NPN Washington Steff 
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NEW 
NELSON 


9 guamatte * 
TIRE 
INFLATOR? 


*Equol pressure in each poir 
of tires, ovtomaticolly ! 


Airs Tires 
FASTER, EASIER 
MORE ACCURATELY 
than ever! 


New features save you time and money! 
Built-in air screen filters out dirt and 
scale; new non-clogging valve seats keep 
performance high; fast action cuts infla- 
tion time! No increase in prices (only 
$14.95 for model shown above). 


Simplest, fastest, easiest inflator to use 
and maintain. Just dial the pressure you 
want, get it automatically! Rugged—lasts 
for years, not months. You can recalibrate 
it right on the airline! 


2 FREE 
— SIGN 


-—— (with each 
a inflator) 

™ BUILDS 
~ TRAFFIC 


Make Yours the Step Abead Station with 
NELSON Egquamatic Inflation...see your 
jobber or write us today for prices, details. 


BarmorivE 


PRODUCTS INCORPORATED 


440 PERALTA AVENUE 
SAN LEANDRO, CALIFORNIA 
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Distillate Stocks Still Rising 


Inventories of distillate fuel 
oils climbed to record heights for 
the fourth consecutive week, 
while refinery runs and output 
of all major products showed 
gains in the week ended Oct. 3. 


Distillate stocks totaled 127,052,000 
bbl., up 835,000 bbl. from the pre- 
vious record set in the week ended 
Sept. 26, according to the American 
Petroleum Institute statistical report 
(see summary below). 

Of the four principal products, only 
residual fuel oils showed a decline in 
total inventories, dropping 24,000 bbl. 
in the week ended Oct. 3. Gasoline 
stocks climbed 738,000 bbl., and kero- 
sine inventories were up 336,000 bbl. 

After a three-week decline in pro- 
duction and runs to stills, the situation 
appeared to be reversed in the week 
ended Oct. 3. Gasoline production was 
up a sizable 129,000 b/d and distillate 
fuel oil output rose 555,000 b/d. 

In addition, the percentage of for- 
eign crude oil in U.S. refinery runs 
fell off 11,000 b/d after almost three 
weeks of steady climbing. 

Crude and condensate production 
for the week ended Oct. 3 was 6,442,- 
700 b/d, down 43,750 b/d from the 
previous week (see statistics on p. 41). 


Tide Water Cuts Back—Tide Water 
Associated became the first West Coast 
major to make a substantial cutback 
in its heavy crude production with the 
shutting-in this week of 600 wells 
producing about 4,300 b/d of 12-grav- 
ity crude oil in its Kern River field. 

Although the company released 
nothing official on the cutback, an 
authoritative source said the shut-in 
resulted from high local inventories of 
heavy crude, and “current shortage of 
pipe line transportation capacity.” 

Speculation is that Tide Water chose 
this means to seek a balance. The shut- 
in crude is used primarily for heavy 
fuel, of which Associated has large 
quantities above ground. While the 
cutback represents a special situation, 
some view it as a straw in the wind. 
They say if the problem of oversupply 
of heavy crude extends throughout 
PAD District 5 (Pacific Coast) a loose 
supply situation can develop. 


Backs Conservation — Standard of 
California’s President T. S. Petersen 
has gone on record as an advocate of 
a state oil conservation law. 

“Until the people of California see 
fit to enact such a law, we are going 
to lose a great many barrels of oil and 
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a great deal of gas that should be held 
in the ground and produced under the 
most favorable practices that can be 
developed,” he told the Fresno Rotary 
Club. 

Standard is the second West Coast 
major to back publicly a move for 
conservation this year. Richfield Presi- 
dent Charles S. Jones called for con- 
servation measures early in February. 

Imports Climb—Total U.S. imports 
of crude oil and products were up 
398,600 b/d in the week ended Oct. 3, 
according to the API report. 

East of California imports rose 331,- 
300 b/d over the previous week: 


U.S. Oil Imports 


Week Week 4 Weeks 
Ended Ended Ended 
Oct.3 Sept.26 Oct.3 


(bbl. per day) 
East of California: 


Crude oil .... 720,100 489,800 579,300 
Residual 369,900 293,600 338,400 
Distillate .... 17,200 11,400 9,700 
6,600 
11,800 


24,400 8,900 





.. -1,135,000 803,700 945,800 


California: 


Crude oil .... 126,600 59,300 93,900 





.. Qaenne 
Total 
U.S. Imports 1,261,600 863,000 1,039,700 


Supply Warning—J. S. Leach, board 
chairman of The Texas Co., told 
members of the Texas Mid-Continent 
Oil and Gas Assn. that long-term com- 
mitments abroad are geared to the 
economics of the respective countries 
and “you cannot turn the valve off 
and on at will.” 

Mr. Leach said the government 


59,300 93,900 


urged several major companies to step 
out and make long-term commitments 
overseas for exploration, discovery, de- 
velopment and movement of crude 
oil and its products. Now these pro- 
grams cannot be shut off. 


“General Thompson (Texas Rail- 
road Commission Chairman) has 
stated that the cushion above current 
production set by PAD does not ex- 
ceed 600,000 b/d. Now, the imports 
of crude have been running about 
650,000 b/d. Take away the imports, 
we would have no such cushion for 
our own security,” Mr. Leach said. 


In fact, Mr. Leach added, “if pres- 
ent oil imports were suddenly cut off, 
while the normal consumption in- 
crease continued, we could well face 
another period of rationing and strin- 
gent controls.” 


Days’ Supply—Gasoline in primary 
storage, in terms of days’ supply, rose 
again in September. There were 42 
days on Sept. 30 compared to 41 days 
on Aug. 31 and 37 on Sept. 30, 1952. 
The following table shows days’ supply 
of four principal oil products: 


Sept. 30 Aug. 31 Sept. 30 
1953 1953 
Finished & unfinished 
gasoline 42 41 
Kerosine ath 73 85 
Distillate fuel oil ... 70 75 
Residual fuel oil .... 29 31 


Bureau of Mines revised total demand 
forecast figures for fourth quarter 1953 have 
been used by NPN to cover period three 
months ahead in calculating days’ supply of 
primary stocks (API data) shown for Sept. 
30, 1953. Comparative figures for primary 
stocks at end of preceding month were cal- 
culated from B. of M. revised forecast for 
third and fourth quarters 1953 and API 
data. Comparative figures for 1952 date 
shown were calculated from Bureau of Mines 
actual stocks figures for date shown and 
actual consumption figures for period three 
months beyond that date. 


Summary of API Report on Refining Operations 


(U. S. Totals—B. of M. Basis) 


Week 
Ended 
Sept. 26 
(figures in bbl.) 


Production 


Crude runs—daily avg. .. 
Foreign crude included . 
Per cent operated 
Gasoline 

Kerosine 

Distillate fuel oil 
Residual fuel oil 


Stocks 
Finished & unfinished gasoline 
Kerosine 
Distillate fuel oil . . . 
Residual fuel oil . 
* Revised. 


6,893,000 
24,000 


143,222,000 
37,260,000 

. 127,052,000 
51,912,000 


6,880,000 


8,249,000 


142,484,000 
36,924,000 
126,217,000 
51,936,000 
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Here’s NOW and WIIY U.S. Steel drums 
now provide greater product protection 


@U. S. Steel Products has recently developed a cleaning and finishing 
process that eliminates a source of customer claims . . . product contamina- 
tion. Through this new process, drums are now available which are free 
of all dirt, grease, scale and other residues which can contaminate your 
drummed product. In addition, the drums are fully inhibited against rust 
and corrosion which can also contaminate the drummed product and mar 
the exterior surface. 

An important feature of the new U. S. Steel drum is that the rust- 
inhibiting phosphate coating is applied on an absolutely clean, scale-free 
surface . . . after the head, shell and bottom have been formed. This 
means a better drum for you because the phosphate coating completely 
covers all surfaces of the drum including the welded side seam . . . will not 
flake off when banged around .. . will effectively retard rust and corrosion 
on both the interior and exterior surfaces. 

The thoroughly-cleaned, rust-inhibiting surface of the U. S. Steel drum 
permits the safe use of a wide variety of decorative finishes. Bright, con- 
trasting colors may be used showing your name and trademark or slogan 
The finish will last much longer because the phosphate coating and spray- 
painted surface insure longer life. 

For the protection of the products you package and for longer lasting 
drums, be sure to get steel drums protected by the U. S. Steel process the 
next time you order. 


UNITED STATES STEEL PRODUCTS fabricates Stainless, 
Galvanized, Tinned, Painted and Decorated drums and 
pails. Furnished in capacities from 24 to 110 gallons, 
with a variety of fittings and openings to fit your partic- 
ular requirements. 


“It's Better ts Ship in Steel” 


UNITED STATES STEEL PRODUCTS 


DIVISION 


UNITED STATES STEEL CORPORATION 
30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y. 
Los Angeles and Alameda, Calif. + Port Arthur, Texas * Chicago, Ill. « New Orleans, la. * Sharon, Pa. 
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Oil helps him harvest our lumber... 


The legendary giant Paul Bunyan was a midget — compared to this man. 
For today’s lumberman has more power than his famous forerunner 
ever had .. . he has oil working for him. Petroleum helps him cut, load, 
haul . . . helps him produce over 37-billion board feet of lumber per year. 
From our forests come our homes and furniture . . . pencils and paper . . . 
thousands of other necessities. The Texas Company has long been 


a leading supplier of petroleum to America’s lumber industry. 


The Texas Company 
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DEALER VS. PICKETS (Earl Hehn and AFL organizers in Philadelphia). This 


now that... 


may become familiar scene across country, 


Big Labor Sets Sights on Oil Marketing 


e The nation’s oil marketers have a mee ad problem coming 
up that could magnify today’s troubles tenfold. 


¢ Powerful labor unions plan to organize all employes at service 


stations, bulk plants and terminals. 


e Two unions, the Oil Workers International Union (CIO) and 
the International Brotherhood of Teamsters (AFL), may actually 


clash over who does the organizing. 


e But both will have the same target—more pay and shorter 
hours for oil employes. And both will probably use strikes as a bar- 


gaining weapon. 


e For oil marketers, this can mean supply disruptions and 
higher costs of operation all around. 


e A nationwide union drive is some time off. But locally—in 
Philadelphia for example—union men are laying the groundwork 


now. 


Two organizers for an AFL union 
went to the Philadelphia service sta- 
tion of dealer Earl L. Hehn early this 
month. They spoke briefly to his two 
attendants. Then they gave him a con- 
tract to sign. 

Mr. Hehn read a clause requiring 
him to employ one attendant for each 
5,000 gal. of gasoline sold per month, 
and exploded: 

“These two men I have now are 
sitting on their cans half the time. I’m 


not going to hire two or three more 
to sit on their cans too.” He refused to 
sign. The union men left, taking the 
two employes with them—and a picket 
line soon formed at the station. 

This scene may be repeated many 
times from coast to coast if the labor 
giants carry out their announced plans 
for sweeping organizing drives in all 
phases of oil marketing. The many 
thousands of unorganized employes in 
oil marketing are a rich prize in the 
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eyes of union men. OWIU and the 
Teamsters are already squaring off for 
an organizing fight. And oil marketers 
in the middle can expect some labor 
headaches. 


OWIU Stakes Claim 


President O. A. Knight, of the 
OWIU, states flatly his union plans a 
very extensive organizing campaign 
throughout oil marketing. He says the 
unionizing of all service station and 
bulk plant men is a big target. “Of 
course our ultimate goal,” he says, “is 
to organize all employes of all oil 
companies and related industries.” 

Mr. Knight challenges the AFL 
Teamsters’ organizing of station em- 
ployes and says OWIU will oppose 
them in the field. He asserts, “By no 
stretch of the imagination are the sta- 
tion employes under the jurisdiction of 
the Teamsters. We think the APL 
Teamsters do a fine job in some fields 
for their men, but we can give much 
more effective representation to oil 
workers. We know the industry. The 
Teamsters’ toehold in the oil industry 
is very small. In fact, in recent years 
it has decreased in some groups.” 





LABOR 


In Marketing Now — Mr. Knight 
won't say where or when OWIU will 
carry out its plans, which he terms 
“confidential.” But he notes OWIU 
has “a lot of bulk plants organized al- 
ready in scattered areas—like Detroit, 
Chicago, Houston, Tulsa and others— 
plus some filling stations.” 

Detroit is OWIU’s marketing strong- 
hold, with 1,000 to 1,400 bulk plant 
employes (the total changing from 
season to season). The union also 
claims about 200 station employes in 
New York City. 

OWIU realizes the difficulty in or- 
ganizing the small groups of employes 
in the many thousands of stations and 
bulk plants throughout the country. 
So when its marketing drive starts 
rolling, OWIU’s first interest will be 
in large terminals, having scores of 
employes. It appears the union won't 
spend a lot of money trying to sign 
up small groups, but will welcome 
them if they seek affiliation. 


Teamsters Want Share 


Although the AFL has a smaller 
target in its oil organizing, its current 
Philadelphia campaign shows a de- 
cided interest in station attendants. 
Teamsters President Dave Beck lists 
station men as one of the “inviting 
goals” of his union’s expansion plans. 
He says that “organization work in 
the garage, parking lot and service 
station field is in its infancy. It offers 
one of the greatest potentials in our 
entire Teamster movement.” 

Despite this, a Teamster official says 
no great national emphasis is now be- 
ing placed on station organizing. He 
points out this will be only a part of 
the larger, over-all drive to expand 
Teamster membership. The union has 
set no national station membership 
goal, nor has it set up minimum sta- 
tion contract provisions. “It’s much 
too early for that,” the union says. 

Nationwide Drive—But Dave Beck 
makes it plain the long-range goal will 
be national agreements. He states: 
“Processors and distributors of the 
everyday necessities of life are no 
longer little one-town independents. 
They are great chains. These chain 
distributors are in the oil industry, 
transportation, food, dairy and other 
industries—in fact they are in every 
phase of our manufacturing and dis- 
tributive processes. 

“The problem of negotiating nation- 
al agreements has been too long 
neglected by us. It is being initiated 
now by the Teamsters in self-preserva- 
tion.” 

Mr. Beck adds that the Teamsters 
have an immediate goal affecting oil 
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marketing. This is that “none of our 
members—secretaries, business agents 
and other paid personnel—should pur- 
chase gas, oil, tires, etc., except: from 
retail outlets employing our workers 
and displaying the Teamster shop 
card.” 

Station organizing at present is be- 
ing left to regional and local Teamsters 
men. They are to pick spots where 
such organizing is most likely to 
succeed. If these local efforts get sig- 
nificant results, then apparently the 
next move would be to consolidate 
areas into a national pattern. 


The Philadelphia Story 


Today, the pressure is on in Phila- 
delphia. The Teamsters union has is- 
sued a charter to the newly organized 
Garage, Parking and Service Station 
Employes Union, Local 596. This has 
given a shot in the arm to AFL sta- 
tion-organizing efforts under way in 
Philadelphia for about two months. 

The demands being made by the 
AFL lIccal show what oil marketers in 
other areas may face in the future. 
First, station employes are being asked 
to join the union. When they do, the 
station dealer is asked to sign a con- 
tract, calling for: 

1. A 40-hour week. 

2. Minimum employe pay of 
$1.65 an hour. 

3. One attendant on the pay- 
roll for each 5,000 gal. of gaso- 
line sold each month. 

4. Paid vacations and six paid 
holidays. 

5. Sick pay leave, hospitaliza- 
tion and other fringe benefits. 

If a dealer refuses to sign, he is 
warned his stations will be struck. So 
far, dealer Hehn is the only victim. 

Union Still Weak—Observers feel 
that the new local union hasn't gained 
enough strength to stage an effective 
strike against any large percentage of 
Philadelphia’s stations. Instead, they 
look for the unions to use the strike as 
a harassing weapon. 

So far, the dealers have not been 
falling over each other to sign with 
the union. The union itself says it has 
signed only eight. 

Bid for Dealer Group—The union 
came very near talking the Petroleum 
Retailers of Philadelphia, Inc., into 
signing an over-all contract binding its 


dealer members. This would have 


given the organizers a powerful club 
to hold over the heads of the remain- 
ing dealers. 

This is what happened: 

Union representatives talked to as- 
sociation officials, and the association 
set up a committee to negotiate with 


the union. After several lengthy bar- 
gaining sessions the committee and 
the union reached an agreement. 

This agreement called for a 48-hour 
week, a $1.50 an hour wage minimum 
and other fringe benefits toned down 
from the original demands. 

The association held a meeting of 
its general membership and the agree- 
ment, after hours of discussion, was 
voted down “by a narrow margin.” 

Dealer Reasoning — Some of the 
service station operators felt that to 
accept the agreement would be hand- 
ing the union a contract on a silver 
platter. Instead, these dealers said, the 
association should wait to see whether 
the union’s organizing drive was suc- 
cessful. 

Other dealers supported the agree- 
ment. They thought the agreement 
would stabilize wages and that the 
higher wages would enable the dealers 
to get and hold a better class of at- 
tendants. Some even said it might even 
help avoid price wars. 

But a majority of the association’s 
members voted against the proposed 
contract. 

In the face of this setback, the 
union organizers went back to their 
original demands on hours, wages and 
fringe benefits. They went back to the 
stations seeking to sign individual con- 
tracts. And they renewed the threat to 
strike any station refusing to sign. On 
Oct. 2, they called a strike at dealer 
Hehn’s station. 

Dealer Carries On—Mr. Hehn is 
63 years old. He has been leasing and 
operating the station—an Esso-owned 
station—ever since it was built 13 
years ago. He’s never had any trouble 
with his help before—one of the men 
who walked out had been with him 
seven years. 

He tried to tell them they were tak- 
ing home more pay under the wages 
he was giving them than they would 
at wages the union was proposing— 
although they were working longer 
hours than the union contract called 
for. But the men walked off, leaving 
Mr. Hehn to work alone. 

At first the picket lines cut sharply 
into his business. For the first 14 
hours—when he normally would have 
sold about 800 gal. of gasoline—he 
sold 179. But gradually business be- 
gan to trickle through the picket lines. 
Within a few days he was having peri- 
ods when his business was almost 
normal. 

He is keeping the station open on a 
normal schedule, even though it is 
hard on a 63-year-old man. But he 
gets some satisfaction from the fact 
that for every hour he is there, from 
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four to eight pickets are pounding the 
hard pavement out front. And they 
seem to be getting a little tired, too. 

Union Charges—The union men 
say they singled Mr. Hehn out for the 
first strike because he was working his 
two employes “to death.” They say he 
used to have six employes, and that 
he cut that down to two by increasing 
the hours the two worked, and by 
working them harder. 

Mr. Hehn denies that he ever had 
six employes. He insists the most he 
ever had, not counting himself, is 
three. He says his books prove that. 

After the strike began at his sta- 
tion, several other dealers called Mr. 
Hehn to suggest ways of fighting the 
strike. One said he should cut prices 
a cent or two a gallon, put up big 
signs—maybe even have a loud speak- 
er system set up—to attract business. 
This, they said, would offset the dis- 
advantages of the picket line and 
would be highly discouraging to the 
strikers. 

Mr. Hehn, however, decided against 
such moves. He thinks he can outlast 
the strikers. 

Strike Problems—There is some in- 
dication the union won't be able to 
strike many stations. The pickets at 
Mr. Hehn’s station have been the 
organizers themselves, including the 
president of the local (the two em- 
ployes were on the line part of the 
time). 

By serving as pickets, the organizers 
obviously curtail their efforts to sign 
new members and get new contracts. 

Oil Company Impact—Jobbers and 
the majors are keeping out of the 
picture. Some companies have union 
drivers who probably would refuse to 
cross picket lines if strikes spread. 

Therefore, a station under strike 
might be forced to close because its 
supplies are depleted. 

The Philadelphia union is not trying 
to get station dealers, bulk plant men, 
or others into its union. Union officials 
say they have turned down two or 
three dealers who asked to join. 

The local union will not reveal ex- 
actly how many members it has, but 
says it amounts to several hundred. 

Philadelphia is said to have about 
1,200 stations with about 3,000 em- 
ployes. It has been estimated that 
about 95% of the stations are owned 
by oil companies and leased to the 
operators. 

As things stand now, the organizing 
drive in Philadelphia is a long way 
from success. But if the Teamsters 
union should decide to pour money, 
men, and time into the effort, dealers 
there will be faced with a tough fight. 


EXPANSION 
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OFFICIALS of Richfield Oil Corp. of N.Y. sign marketing agreement granting dis- 
tributing franchise in northern Florida to Livingston-Thebaut Co., of Jacksonville, 
Fla. Left to right: (Bottom row) Richfield’s President, F. H. Meeder, and Livingston- 
Thebaut’s President J. R. Livingston. (Top row) Vice President and General Manager 
W. C. Thebaut and Secretary-Treasurer Charles Thebaut, Jr., both of Livingston- 
Thebaut; and Richfield Vice President Ralph Glock 


Richfield Enters Florida Market 


Richfield of N. Y. is extending its 


marketing operation into Florida 
through a marketing agreement giving 
the Livingston-Thebaut Oil Co. a 
franchise to distribute Richfield prod- 
ucts in the northern part of the state. 


This agreement, which becomes ef- 
fective January 1, 1954, follows other 
recent expansions by Richfield in 


southern seaboard states. Richfield 


President F. H. Meeder says his com- 
pany’s Operations now extend from 
Maine to Florida. 


Livingston-Thebaut has its head- 
quarters in Jacksonville, and supplies 
about 70 retail outlets and many com- 
mercial.accounts. Officials of Living- 
ston-Thebaut said the firm’s annual 
volume, including fuel oil, amounts to 
12,000,000 gal. Eight million of this 
is gasoline. 

Livingston-Thebaut has two operat- 
ing affiliates—the Halifax Oil Co., 
Daytona Beach, of which Robert B. 
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Machon is manager, and Atlantic Oil 
Co., Lake City, where H. B. Peterson 
is proprietor and manager. Marketing 
territory of the combined companies 
includes Jacksonville, Daytona Beach, 
St. Augustine, Palatka, Lake City and 
Gainesville. 


... in brief 


New Sinclair Quarters—Sinclair Re- 
fining Co. has signed a 25-year lease 
for 150,000 square feet of floor space 
in a new office building now being 
built at West Randolph St. and Wacker 
Dr., Chicago. First new office building 
built in the Chicago Loop area since 
the 1930's, it will be known as the 
Sinclair Oil Building. Scheduled for 
completion before June 30 next year, 
it will enable Sinclair to consolidate 
its central district sales and other per- 
sonnel, numbering about 800, in one 
location. 
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Warm Fall Slows 


Oil men in most parts of the 
country have been waiting anx- 
iously for an old-fashioned win- 
ter to blow down from Canada 
and start consuming the reserves 
of heating oil. But instead, au- 
tumn weather has been warmer 
than normal, on the average, 
almost all over the country. 


So far, heating oil sales have been 
slow in the big consuming areas of the 
East and Midwest. And during the 
early part of October, heating oil 
prices have been weakening. 

While autumn weather has generally 
been mild, temperatures in the Mid- 
west and along the East Coast were 
actually a little lower during Septem- 
ber than they were last year. In other 
sections of the country, temperatures 
during the first month of fall ranged 
from slightly higher in the Southeast 
to substantially higher in the West. 

The U. S. Weather Bureau set up 
new degree day normals for all sec- 
tions of the country earlier this year 
in recognition of what they believed 
to be a general warming trend in the 
nation’s weather. 

Records show that average tempera- 
tures in New York City have in- 
creased several degrees during the 
past 50 years. And the U. S. Weather 
Bureau states that there has been a 
gradual rise in temperatures generally 
in the past 40 to 50 years, and in the 
past 10 years or so in particular. 

Location Changes—However, one 
West Coast economist says there are 
a few discrepancies in this theory. One 
is that weather stations have been 
moved in recent years. For instance, 
the Los Angeles reading was taken for 
years from the top of a downtown 
office building. Later, temperatures 
were taken at the airport near ground 
level, where the temperatures might 
vary considerably from those at the 
old weather station. 

A weather bureau official in Chi- 
cago says, as far as milder weather in 
the Midwest is concerned, he divided 
the 30 years from 1921 to. 1950 into 
three 10-year periods and found that 
the second decade was actually the 
mildest. This is the 30-year period on 
which the new degree day norms are 
based. 

But even if the weather is getting 
warmer, it should not have a serious 
effect on the amount of fuel oil sold 
in the U. S. during the next few years. 
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Fuel Oil Sales 





Degree Days 


East Coast 1953 
Boston (a) 71 
New York . 
Philadelphia 29 
Washington (a) 30 


Average 42 
Midwest 
Buffalo (a) 137 
Chicago (a) 62 
Cleveland 92 
Detroit (a) 102 
Minneapolis (a)139 
Omaha (a) 40 
St. Louis 10 

Average ... 83 
Southeast 
Birmingham, 

Ala. (a) ... 13 
Charleston, S.C. 0 
Nashville, 

Tenn. (a) 28 
Raleigh, N.C. 10 


Average .... 13 
West Coast-Rocky Mt. 
San Fran- 

cisco 88 128 113 20 
Seattle 105 88 134 69 
Denver (a) 47 68 125 21 


Average 80 95 124 31 


Degree days are on 65 deg. F. basis. 
(a) Readings at airport office. Readings in 
other cities taken at downtown (city) offices. 





According to the Petroleum Admin- 
istration for Defense, distillate sales 
will increase 10.4% over last year in 
the second half of 1953. 


SIPC NS 


DuPont Denies Link 
To Bulldog Stations 


Reports that DuPont interests have 
taken over National Credit Card and 
are trying to form a 300-unit service 
station chain were squelched by the 
company last week as completely er- 
roneous. 

A DuPont official emphasized that 
the new operations are being: carried 
out only by the Bulldog Publishing 
Co., with which several DuPonts hap- 
pen to be connected but which has no 
ties with the DuPont Co. 

The publishing company, of Wash- 
ington, has purchased controlling in- 
terest in the credit organization. The 


DuPont family holds 66% of Bulldog. 
Bulldog will invest some $500,000 in 
National Credit by the end of October 
and may eventually put in an addi- 
tional $2 to $3 million. 

According to a Bulldog official, the 
company Owns seven enterprises and 
was working on the service station 
chain when it discovered that National 
Credit had exhausted its capital. 

Bulldog determined that $500,000 
would clear up delinquent payments 
to participating outlets, including some 
service stations which have had diffi- 
culty collecting against National Cred- 
it. Controlling interest was purchased. 

Solution Seen—Bulldog feels it can 
clear up the accounting and other 
troubles that have plagued National 
Credit. Among these are the use of 
cards by holders to purchase service 
station products. 

Stations on which Bulldog now 
holds options handle both major and 
private brands. They extend from Bos- 
ton to Florida and from the East Coast 
to Indiana, at approximately 200-mile 
intervals. 

Bulldog’s intentions reportedly are 
to fly their own flag at chain stations, 
provided they succeed in attaining the 
300 mark. 


Indiana Standard 
Offers Long Leases 


New long-term dealer leases, with 
the emphasis on dealer security, were 
announced last week by the Standard 
Oil Co. (Ind.). 

“Principal among the basic changes 
is a provision authorizing the dealer 
to cancel at any time on 30-day no- 
tice,” said Dwight F. Benton, vice 
president in charge of sales. Indiana 
Standard reserves the right to cancel 
only for cause, as specified in the 
lease. 

He said the new lease is experi- 
mental since it embodies new con- 
cepts. “Three-year leases are being of- 
fered to a limited number of dealers 
at the outset,” he said. 
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ASSOCIATIONS 
API Lists Speakers 


For Annual Meeting 


Interior Secretary Douglas McKay, 
Sinclair President P. C. Spencer and 
API President Frank Porter are three 
general session speakers listed in the 
preliminary program for the 33rd an- 
nual American Petroleum Institute 
meeting Nov. 9-12 in Chicago. 

Other speakers will be Gov. John- 
ston Murray of Oklahoma; Lewis W. 
Douglas, board chairman for Mutual 
Life Insurance Co., New York; and 
John J. McCloy, board chairman for 
Chase National Bank, New York. 

Oil company executives scheduled 
to speak at the meeting include: 

John R. Suman, Standard Oil Co. 
(N. J.), on foreign oil operations, at 
the production session. 

A. W. Peake, Indiana Standard, on 
marketing position or profits, before 
the marketing group. 

A. A. Stambaugh, Standard Oil of 
Ohio, at a transportation session. 

Reese H. Taylor, Union Oil of Cali- 
fornia, at a financial and accounting 
meeting. 

Charles S. Jones, Richfield Oil 
Corp., at an APIC session. 

H. S. M. Burns, Shell Oil, on the 
“myth of monopoly,” at the public re- 
lation meeting. 

Dr. Robert E. Wilson, Indiana 
Standard, at a research session. 

J. E. Dyer, Sinclair Oil Corp., be- 
fore the lubrication group. 

Another speaker is Dr. Charles Al- 
len Thomas, president of Monsanto 
Chemical Co., who worked on the 
atom bomb project during World War 
Il and is a leading researcher in 
atomic energy for industrial uses. He 
will speak at the marketing group 
meeting. 


Dixie Distributors 
Hit Fair Labor Act 


National Dixie Distributors rapped 
the Fair Labor Standards Act last 
week at their annual meeting in Chi- 
cago and resolved to urge Congress to 
amend it immediately so that the 
“germ of ‘interstate commerce’ may 
be more clearly defined using the old, 
well-accepted tests.” 

Administration of the law by the 
Department of Labor “has resulted in 
‘administrator made’ definitions of in- 
terstate commerce which are far be- 
yond any normal tests,” said the group. 

Certain regional administrators, the 
group feels, “are holding that persons 
engaged in the delivery of gasoline to 


farmers are engaged in interstate com- 
merce simply because the products 
produced from the farm might eventu- 
ally find their way into the flow of 
interstate commerce.” 

The group also urged that an addi- 
tional amendment be placed in the law 
so that any phase of industry may be 
considered either entirely within or 
entirely exempt. This should depend 
upon the “percentage of dollar vol- 
ume, and a percentage of the number 
of sales which are made in interstate 
commerce,” said the group. 


Officers and members of the execu- 
tive committee elected for the coming 
year were: Don R. Williams, Streator, 
Ill., president; Wm. W. Decker, De- 
troit, first vice president; Mrs. S. H. 
Arnold, Fayetteville, Tenn., second 
vice president; A. F. Geyer, Water- 
ville, Kan., secretary-treasurer, and 
John E.. Swisher, Ann Arbor, execu- 
tive secretary. 


New members elected to the execu- 
tive committee were LaVern Heitman, 
Linn, Kan., and Mr. Decker. Other 
members re-elected were Cecil E. Mc- 
Nutt, El] Paso, and R. E. Decker, com- 
mittee chairman. 


MARGINS 


Ellis Reports Jobbers 
Granted Margin Boosts’ 


Major suppliers in one state have 
granted jobbers gasoline margin in- 
creases up to 0.25¢ since product 
prices were raised last June, according 
to a preliminary report by General 
Counsel Ellis of the National Oil Job- 
bers Council. 


The report showed no increase in 
the case of one major. 


* Following is a breakdown on mar- 
gins before and after the price in- 
crease: 


Before After 
Reg. Prem. Reg. Prem. 
(cents per gal.) 
&3.00 2.62 & 3.12 

3.12 2.75 & 3.25 


Supplier 


Socony-Vacuum 
Richfield 

Cities Service 
ne 
Sunoco t . 2.00 


In a bulletin to NOJC Chairman 
Thompson and state members, Mr. 
Ellis emphasized that a spot check 
with suppliers would suffice for his 
preliminary survey but that the NOJC 
meeting in November should have a 
complete survey, with every jobber 
margin, if possible, made available. 
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DEATHS 


L. V. Nicholas 


L. V. Nicholas Dies; 
Headed Jobber Group 


L. V. Nicholas, 71, former inde- 
pendent oil jobber of Omaha and 
president of the National Petroleum 
Marketers Assn. of Chicago, died in 
Ottawa, Kan., Oct. 6. 

Mr. Nicholas was president of 
NPMA from 1922 to 1928. He led 
the association in the first joint na- 
tional advertising campaign of Inde- 
pendent marketers to establish Red- 
Hat gasoline as a national uniform 
brand for jobbers. 

He also established a_ collective 
buying agency under which jobber 
members of NPMA bought from 
brother Independent refiner members. 

Born in Franklin, Pa., in 1882, Mr. 
Nicholas entered the oil business as a 
fuel oil and gasoline jobber in Omaha. 
He remained there from 1911 until 
he became the full-time, paid presi- 
dent of NPMA. 

In 1932, Mr. Nicholas became a 
consultant to Henry L. Doherty, 
president of Cities Service, and re- 
mained with him until he died in 
1939. Soon after he joined Cities 
Service, Mr. Nicholas was made 
president of the Warner-Quinlan Co., 
a subsidiary. 

In 1940 he left the company and 
went to Michigan where he organized 
the Oil Institute of Michigan of which 
he was president. He quit this post in 
1941 and retired to Florida. After a 
short period as consultant to Col. 
Houston, OPA deputy administrator 
in charge of rationing, in 1944, he 
retired to Ottawa. 
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PUBLIC RELATIONS 


bg? S2' se 


OIL DERIVATIVES are used in the manufacture of all the 
items displayed on the tables and piled on the barrel on the 


foreground. All of these items came out of DuPont’s Magic 
Barrel—one of the displays with which .. . 


Industry Celebrates Oil Progress Week 


The U. S. oil industry is now in the midst of what promises 
to be the biggest Oil Progress Week in its history. 

Conservation, this year’s theme, is aimed at showing the public 
that the free enterprise system in the oil industry is conserving the 
country’s oil resources better than any other system could. 


Getting more oil out of the ground 
is one phase of the conservation story 
about which the oil industry is telling 
the public during Oil Progress Week. 
A booklet published by the Oil Indus- 
try Information Committee tells how 
the oil industry has increased the 
amount of oil that can be recovered 
from a well. 


A few decades ago, only about one- 
fifth of the oil in any field could be 
recovered. Now, oil engineers pump 
gas or water into underground fields 
to recover up to four-fifths of the oil 
in a field, says the booklet. Even fields 
once considered “dead” are now being 
put under pressure and made to yield 
re second harvest of oil larger than the 

t. 

But that is only part of the conser- 
vation picture according to API. Ef- 
ficient use of oil after it is out of the 
ground is the other part of the story. 

Probably the one piece of evidence 
of oil progress which is best appreci- 
ated by the public is the much pub- 
licized fact that two gallons of today’s 
gasoline will do the job of three gal- 
lons of the gasoline produced in 1925. 
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Another phase of the industry’s con- 
servation being told to the public is the 
use of waste gases. Gases formerly 
burned off at the fields are now being 
turned into valuable chemicals used 
in the manufacture of plastics, synthe- 
tic rubber, fertilizers and other prod- 
ucts. 

That’s the story oil men have to tell 
this week. And they’re telling it all 
over the country in speeches, radio 
and television shows, parades and 
other special events. 

While it is impossible to list all of 
the thousands of celebrations taking 
place, here are samples of the events 
being sponsored during Oil Progress 
Week: 


East Coast 


New York City—A luncheon at the 
Waldorf-Astoria Hotel for community 
leaders and top executives of 50 oil 
companies. The principal speaker is 
B. Brewster Jennings, president, 
Socony-Vacuum Oil Co. 


Newark—A beauty contest to pick 
an Oil Progress Queen. Queen will 


then lead a parade of oil company 
vehicles, floats and bands. A luncheon 
following will feature a talk by E. W. 
Endter, president of California Oil Co. 

Norfolk, Va.—An Oil Queen to be 
selected. Then an Oil Progress parade 
will tour Norfolk, Portsmouth and 
South Norfolk. Also in Norfolk, a 
Fruehauf trailer equipped as a mobile 
exhibit is to be set up at key locations 
and schools. 

Baltimore—Three school boys will 
be “Oil Men for a Day” at Esso Re- 
finery, American Oil, and Sherwood 
Brothers. They will appear on radio 
and TV, and will attend the celebra- 
tion banquet. Exhibits are on display 
at Maryland Academy of Sciences and 
Enoch Pratt Free Library. 

Philadelphia—Large street banner 
will hang in downtown Philadelphia 
carrying the wording, “Philadelphia’s 
Progress and Oil’s Progress Go Hand 
in Hand—Oil Progress Week—Octo- 
ber 11-17.” An elaborate display built 
by Philadelphia City OIIC appears at 
main office of the Pennsylvania Co., 
the state’s second largest bank. The 
exhibit includes a model derrick and 
cat cracker, and other petroleum 
items. 

Wilmington, Del.—Four luncheons 
are being sponsored by Delaware 
Chamber of Commerce, Rotary, 
Kiwanis, and Lions Club. Tours for 
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students are being conducted through 
the Atlantic pipe line terminal. 


Southeast 


Atlanta—“Oil in a Woman’s World” 
show at the 1,500 seat Tower Theatre. 
The program consists of an organ 
recital, a fashion show featuring “Pe- 
troleum Peggy” with her court ladies, 
“Magic Barrel” demonstration by Du- 
Pont, movie, door prizes, souvenirs 
and booklets. Each of six models will 
wear some item of wear or accessory 
made with a petroleum derivative. 
“American Frontier,” the motion pic- 
ture developed by the American Pe- 
troleum Institute. 


St. Petersburg and Tampa—Warren 
Platt, publisher of NATIONAL PETRO- 
LEUM News, speaks at a civic leader 
luncheon and a night dealer rally at 
St. Petersburg; then to 600 dealers at 
Tampa, Fla. 


Midwest 


Toledo — OIIC committeemen are 
conducting third annual “Oilmen for 
a Day” program for 600 high school 
seniors. Their tour of oil refineries, 
terminals and other installations will 
be followed by essay contest. 

Cleveland — Presentation of the 
Magic Barrel demonstration before the 
Cleveland Farmer’s Club and Desk & 
Derrick Club, will be followed by TV 
interviews featuring district and state 
OIIC committeemen. 

Columbus, Ohio — City’s leading 
newspaper has set up a Sunday sup- 
plement dedicated to the oil industry. 

Louisville, Ky.—The president and 
program chairman of each of the 
women’s clubs in the area will be 
feted at a special banquet. The pro- 
gram will include a “Magic Barrel” 
demonstration. 

Johnson City, Tenn.—Professional 
pantomime artist will perform in a 
large downtown store window, which 
is decorated with Oil Progress Week 
and industry materials. 


Midwest 


Kansas City, Mo.—“Miss Oil Prog- 
ress,” a model dressed entirely in pe- 
troleum products, is making at least 
20 appearances before women’s 
groups, civic organizations, and on 
radio and television. She describes her 
clothing and explains the meaning of 
Oil Progress Week. 

Springfield, Mo.—A parade features 
old automobiles and tank trucks. A 
public rally in Shrine Mosque features 
vaudeville acts and square dancing. 


Paul — More than 
700 dealers of both major and Inde- 
pendent companies are greeting each 
customer during Oil Progress Week 
by handing them a card containing a 
short statement on their position in the 
industry. 


Oklahoma City-Tulsa — A 50-car 
motorcade will travel the nation’s 
newest turnpike. The motorcade trav- 
els from Oklahoma City to Tulsa on 
Turner Turnpike with celebrations at 
three towns along the way. The auto- 
mobiles, decorated with Oil Progress 
Week materials, were exhibited in 
Oklahoma City before motorcade be- 
gan. In Tulsa, the cars participate in 
a parade and then featured at the 
Tulsa University football game that 
night. The motorcade committee is 
headed by Gov. Johnston Murray. 


Rocky Mountains 

A district-wide service station deco- 
ration contest for dealers is being held 
in the Rocky Mountain District en- 
compassing Colorado, Idaho, Mon- 
tana, Utah and Wyoming. 


Southwest 


San Angelo, Texas—An oil show, 
with many exhibits, a parade, displays 
in downtown windows will be held, 
along with daily radio and television 
shows. 


South Central 


New Orleans, La.—For the visit of 
President Eisenhower in New Orleans 
on Oct. 17, in connection with the 
Louisiana Sesquicentennial, approxi- 
mately 200 service stations will be 
decked out in decorations, both patri- 
otic and relative to Oil Progress Week. 


G. Stewart Brown 
Takes Top OIIC Post 


G. Stewart Brown, public relations 
manager for Standard Oil Co. of Cali- 
fornia, will become national chairman 
of the Oil Industry Information Com- 
mittee on January 1. He succeeds 
Stanton K. Smith, president of Smith 
Oil & Refining Co., Rockford, Iil. 

Newly elected vice chairmen are: 
Richard Rollins, secretary, Atlantic 
Refining, Philadelphia; W. R. Huber, 
general manager, retail sales, Gulf 


Oil, Pittsburgh; Douglas Campbell, . 


public relations director, Pure Oil, 
Chicago; and A. D. Eubank, division 
manager, Quaker State Oil & Refining, 
Kansas City, Mo. 
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Oil's Public Relations 
Get Critical Analysis 


A thorough re-examination of the 
oil industry’s materials and methods 
in public relations activities is in order. 
And a “ruthless inquiry” should be 
made into industry practices to see 
that they are as “antiseptic” as many 
believe them to be. 

These points were made Oct. 6 by 
R. H. Collacott, assistant to the chair- 
man, Standard Oil Co. (Ohio), Cleve- 
land, at the Knoxville meeting of 
Tennessee Oil Men’s Assn. 

Conflicts of interest make it diffi- 
cult to go out and defend the in- 
dustry and sell the public on practices 
with which one is not in sympathy, 
he declared. The result of this is that 
in preparing much of the industry's 
public relations program, the search 
is on for those matters on which we 
can find virtually complete agreement. 
While there is no great harm in this, 
it does entail considerable effort and 
expense. And some honest doubts as 
to its effectiveness have arisen, he said. 

Weak Material — The constant 
search for neutrality has developed 
some “rather pallid material” fre- 
quently of a statistical nature, accord- 
ing to Mr. Collacott. 

Turning to misconceptions on the 
part of the public, he warned that 
“we can’t anticipate every misconcep- 
tion and thereby avoid the necessity 
of answering questions which more 
often than not are based on a 
desire to clear up misunderstandings. 
Neither can we so permeate the in- 
dustry with economic information 
that the newest man on the station 
drive or the newest truck driver can 
explain all the issues involved in the 
Near East controversy or problems 
connected with import quotas.” 

Set Up Right Climate—‘“But I think 
we can establish an atmosphere of 
candor and integrity so that the public 
will get the impression, properly 
enough, that in pursuing our efforts 
to keep a business healthy and pros- 
perous we are at the same time build- 
ing the best assurance of continuous 
dependable service,” he declared. 

“That is the story that must be told 
in all its ramifications. Many of the 
trade journals have hammered away 
at this theme . . . The ultimate effect- 
iveness of these editorials will be 
measured by the extent to which we 
take them to heart and multiply them 
in our relationships outside the in- 
dustry. Failing to do that we tend 
actually to defeat their purpose by 
wallowing in self-pity,” Mr. Collacott 
declared. 
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The Reader 


? 
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HE ABC that appears in the symbol at 

the top of this page stands for Audit 

Bureau of Circulations. The symbol it- 
self is an emblem of cooperation, in which every 
subscriber to this magazine has an interest. 

The Audit Bureau of Circulations is a volun- 
tary, non-profit, cooperative association. It was 
founded in 1914 and now consists of 3450 ad- 
vertisers, advertising agencies and publishers in 
the United States and Canada. This magazine is 
yroud to be a member. 

ABC originally was set up to help take the 
racket out of publishing, to eliminate the waste 
and guesswork then so prevalent in publishing 
and advertising, to establish order and confi- 
dence in place of the misunderstanding and 
misrepresentation that arose from unverified 
circulation claims and dubious circulation prac- 
tices. Its mission was to protect the interests of 
both readers and advertisers. 


J bow IT pip by first defining the term “paid 
circulation.” Then it established standards 
and rules to govern subscription sales practices 
and records. Finally it set up an auditing organi- 
zation to verify the claims and report the facts 
concerning the circulation of each member pub- 
lication. It now maintains on that job a working 
staff of sixty-five full-time auditors. So the ABC 
symbol has become the hallmark of circulation 
standards and advertising values. Each member 
publication must maintain those standards if it 
wishes to retain its membership and display the 
ABC symbol. 

This ABC audit is no perfunctory affair. 
When a business publication, such as this one, 
becomes a member of the Bureau, it agrees that 
the auditors shall have “the right of access to all 
books and records.”” Their inspection, therefore, 
may cover any part of its operations. Original 
subscription orders, payments from subscribers, 
paper purchases, postal receipts, arrears of pay- 
ments, and many more items are painstakingly 
checked by the auditors. In many instances they 


‘QD: His Mark 


. 
Curat 


go behind the records to seek verification from 
subscribers themselves as to the terms of their 
subscriptions. 


N DOING ITs jos, ABC has created many 
one for both publishers and readers as 
well as for advertisers. That is because the pub- 
lication that becomes a member of ABC thereby 
offers the strongest possible guarantee of its 
primary devotion to the interests of its readers. 
The function of a business magazine is to be 
useful to its readers. When this service is rend- 
ered by an ABC publication, it is constantly sub- 
ject to the practical test of reader acceptance 
and approval. As each subscriber has the right 
to purchase or refrain from purchasing an ABC 
publication, that collective right confers upon 
the readers the power to say whether or not the 
publication will survive. Thus the report on its 
ABC audit provides the most direct assurance 
that a publication stays in business only because 
of a voluntary demand by readers who find its 
editorial service responsive to their needs. 

Naturally, the editor of each business publica- 
tion follows closely the score thus racked up by 
his paper in its ABC reports. In the scope and 
tone of his editorial coverage and treatment, in 
the selection and presentation of his editorial 
content, he must constantly labor to maintain 
and enhance the readers’ acceptance of his 
efforts. That is why the editorial standards estab- 
lished by ABC publications set the editorial 
standards for all publishing. That is how the 
ABC constantly stimulates its member publi- 
cations to become even more useful to their 
readers. 


A” THAT Is wHY the ABC symbol has be- 
come the Mark of the Reader, a constant 
reminder that his willingness to pay for an ABC 
publication is the acid test of its value both to 
him and to its advertisers. 


McGraw-Hill Publishing Company 
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TIRES—BATTERIES ACCESSORIES 


TBA TRUCK plays a big part in Northwood Oil Co.'s program that is. . . 


Keeping TBA Sales Up the Year Around 


A three-point program is ringing u 


By Frank C. Sturtevant, TBA Editor 


a $100,000 annual TBA 


volume for the Northwood Oil Co., Shell jobber at Cheboygan, Mich. 


The program features: 


e An annual fall TBA sales contest for Northwood dealers, with 


merchandise prizes. 


e A van type truck trailer, operated by a TBA salesman, that 


makes regular calls on dealers. 


e A tire adjustment policy which does not wait on factory ad- 


justment procedure. 


The fall TBA contest was held for 
the first time last year and achieved 
good results. That’s why it is being held 
again this year, with a few minor 
changes. 

Most unusual feature of the contest 
is its timing. It’s an “off season” con- 
test by design. It sharpens dealer in- 
terest in going after extra TBA vol- 
ume when both gasoline and TBA sales 
are dropping from a high summer 
peak. 

The reason oil marketers in this 
area feel the seasonal drop more than 
elsewhere is because the region draws 


a heavy summer tourist traffic. North- 
wood Oil’s TBA distribution extends 
over some 10 counties. Throughout 
these 10 counties and beyond, Michi- 
gan’s lakes and forests draw an annual 
stream of out-of-state visitors. 

Also funneling through the district, 
in summer, is a constant flow of cars 
headed north via the Straits of Macki- 
nac ferries. So, both gallonage and 
TBA dollars hold up well. 

Leveling Off—To cushion the end- 
of-summer letdown, Northwood Oil 
instituted the TBA sales contests. Quo- 
tas are established for individual deal- 
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ers, and prizes are awarded to dealers 
who make the largest percentage of 
quota. In setting the dealer quotas, the 
volume for the previous year is used as 
a starting point. Then Northwood adds 
whatever increase it feels is reasonable. 

A point system is used, based on 
the volume of TBA merchandise 
bought by the dealer from Northwood 
Oil. The volume is measured in dollars 
for everything except antifreeze, which 
is measured in gallons. 

Each $10 in TBA purchases counts 
for one point, and each 10 gal. of anti- 
freeze purchased counts for one point. 

The four prizes this year are lug- 
gage, a set of silverware and two 
electric shavers. All are name brand 
products. 

The luggage and the electric shavers 
were obtained from Goodyear. The 
silverware came from the D. A. Pach- 
ter Co., of Chicago, a firm specializing 
in contest prizes. An effort is made to 
include prizes which appeal to both 
the dealer and his wife. 

Although merchandise builds up 
more enthusiasm than cash, it isn’t 
easy to pick items every dealer will 
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"When we switched 
to Richfield... 


GASOLINE SALES 
DOUBLED” 


says: 


H. A. Edmondson 


RICHFIELD 
DISTRIBUTOR 


South Boston, 
Va. 


Mr. Edmondson writes, “We 
began operating in September 
1947. Unfortunately, the prod- 
ucts we started with just didn’t 
seem to have the “pulling power” 
—sales were far from what they 
should have been, considering 
our locations. One of your ads 
caught our attention—we con- 
tacted your New York office— 
then made the switch to Rich- 
field. Within a short time Rich- 
field’s backing doubled our gaso- 
line sales and jumped our motor 
oil sales to an unexpected vol- 
ume.” 


Top quality products backed by 
powerful advertising plus Rich- 
field’s policy of marketing only 
through independent distributors 
are just three of the reasons why 
it pays to switch to Richfield. 
Find out the other reasons by 
phoning or writing us today. 


RICHFIELD 


OIL CORPORATION 
OF NEW YORK 


SERVING THE EASTERN SEABOARD 
FROM MAINE THROUGH THE CAROLINAS 
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TBA TRUCK is really a rolling warehouse and store. Bob Greenwood, driver and 
salesman, calls on Northwood dealers regularly to sell and deliver merchandise 


want to own. Northwood Oil is still 
new at this, and consequently gives a 
lot of thought to dealer response to the 
type of prizes offered. 

Rolling TBA Store—Another reason 
Northwood’s TBA volume has tripled 
in five years is the TBA truck which 
has called on dealers regularly during 
that period. Beginning in 1947 a spe- 
cial TBA truck was put in service for 
the combined purpose of selling and 
delivering TBA items to dealers. The 
first truck was replaced by the large 
truck-trailer unit. 

Now in charge of the TBA truck 
is Bob Greenwood, who has been run- 
ning it for about a year and a half. A 
war veteran, without oil marketing 
experience, he is being coached by 
Joe M. Yankoviak, head of Northwood 
Oil Co. 

An additional source of TBA busi- 
ness is commission agent Stan Majes- 
ke who operates his tank truck in 
farm areas. He has built up some trac- 


tor tire business, and occasionally sells 
a home freezer or some other Good- 
year appliance. 

Adjustment Plan—But perhaps the 
biggest factor influencing TBA vol- 
ume, outside of the fall contests and 
the TBA truck, is the Northwood tire 
adjustment policy. Dealers send in to 
the Northwood warehouse in Che- 
boygan any tire on which a claim for 
adjustment is being made. Instead of 
sending the tires back to the factory, or 
accumulating them until they can be 
inspected by a factory adjuster, Len 
Ruder, Northwood plant superintend- 
ent, measures the amount of tread wear 
with a tread depth gauge, and makes 
an immediate adjustment. 

Dealers like the adjustment policy. 
So does Goodyear. In the 1% years 
the system has been used, only once 
has the Goodyear adjuster differed 
with the settlements reached by Len 
Ruder at the Northwood warehouse. 


Customers like the adjustment pol- 


NATIONAL PETROLEUM NEWS * October 14, 1953 








icy too. They seem well satisfied with 
the treatment received, especially be- 
cause they get prompt action. 

The Northwood management feels 
that the program is as good as a read 
hazard guarantee, if not better. They 
point out that the age of the tire makes 
no difference to them. In one instance 
an owner brought back a tire that was 
seven years old. The casing was judged 
faulty and an adjustment was made 
on that basis. 

All this, plus dealer discounts held 
at an attractive level, are summed up 
in the Northwood slogan which ap- 
pears on the side of the TBA truck: 
“The Best Deal For The Dealer.” It is 
on this platform that Northwood Oil 
chalked up its gains in TBA volume, 
year by year. 


U.S. Rubber Hikes 


Tire, Tube Prices 


United States Rubber Co. last week 
boosted its prices on passenger car and 
truck tires and tubes from 2.5% to 
5% effective Oct. 1. 

The company explained that the 
increase, its first since 1950, was 
brought on by higher labor, transpor- 
tation and materials costs. 

The 2.5% increase applies to all 
passenger car casings, industrial pneu- 
matic tires and tubes, and farm tires 
and tubes. Passenger car tube prices 
were upped 3.5%, and all truck tires 
and tubes, 5%. 


... In brief 


Winterized Windshield 
A coast-to-coast schedule of tele- 


vision spots will be used by Trico 
Products this winter to promote a 


“winterize windshields, too” campaign. 
To help stimulate sales of all-season 
solvent, a special plastic funnel for 
filling Trico Windshield Washer jars 
is now packed with stock orders of 
Trico solvent. A new counter display 
carton is also being provided for 
dealers. 

Trico has also devised a new counter 
display for its rubber-hooded Arctic 
Wiper blade. The hood completely en- 
cases the blade so that no metal parts 


are exposed that could be clogged by 
snow, sleet or slush. 


Fan Check Profitable 


An Aetna Oil Co. dealer, Billy Pitts, 
in Louisville, Ky., picked up an extra 
$5 for checking a fan belt recently. 
He got five silver dollars from the 
Gates Mystery Man who drove into 
the station in a car with a Texas li- 
cense and asked to have his oi 
checked. It’s part of a promotion pitch 
used by Gates Rubber Co., Denver, to 
stimulate more fan belt checking at 
the service stations carrying the Gates 
line. 




















IMMEDIATE 





“HOLD THAT PRIME” 


INSIST ON A 


MORRISON 313 


DOUBLE POPPET FOOT VALVE 


Here is a foot valve that has everything. The poppets 
are ball shaped. The seat is of hy-car synthetic 
material, molded to fit, under high pressure. It is 
held firmly in place by a jam nut. It’s the finest 
foot valve ever made at oil equipment headquarters. 














DELIVERY 





MORRISON BROS. COM PANY 


O1L EQUIPMENT 
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Boosts Gallonage 


— | 


Ardmore Power Reels boost gallonage because they combine supe- 
rior performance and trouble-free dependability with exactly the 
right type and size of reel foreach of your trucks. Thousands of 
Oil Men have discovered what a difference this makes. 


Ardmore builds 38 standard models, plus a wide range of special 
reels for industry and the Armed Forces. Ardmore Reels are safe, 
powerful, and economical. Explosion-proof, Underwriters '-Ap- 
proved Motor of exclusive design consumes only 75 amps. Smooth, 
dependable, gear-to-gear drive assures positive power transmission. 
Needle bearings reduce friction. Removable hose adapters provide 
easy connections to 1, 1%", or 1% hose. 


Power Kits are available to convert Ardmore hand reels into power 
reels. Catalog on request. 


Phone or write your Ardmore Distributor today — he can help you 
turn delivery problems into profits. 
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Tractor Radio 


A new dust-proof, shock-proof, 
weather-proof radio has been devel- 
oped especially for farm tractors by 
Firestone Tire & Rubber Co. The 
radio’s speaker and ventilating louvers 
are designed to eliminate all dust and 
dampness while a wire mesh grill 
makes the whole unit dust and water- 
proof. A hinged metal plate, which 
covers the radio when not in use, 
serves as a tray for small articles 
when the radio is turned on. 


Brake Fluid Indicator 


M. & H. Products Co. of San Lean- 
dro, Calif., has introduced a second 
brake fluid levei indicator (NPN, Aug. 
5, p. 73). Made by Wagner Electric 
Corp., 6400 Plymouth Ave., St. Louis 
14, it consists of a warning light 
mounted on the dash that is connected 
to a float in the master brake cylinder. 
The float unit replaces present master 
cylinder filler caps. 


‘Sunburn’ for Tires 


The deteriorating effect of sunlight 
on rubber has come in for a lot of at- 
tention by the U. S. Rubber Co., in a 
search for chemical agents, or rubber 
compounds best able to resist sunshine. 
Four types of rubber compounds are 
contained in the tires being tested un- 
der desert sunlight in the above pic- 
ture. 
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A Million $ a Week 


for Research 


Du Pont spent $52,000,000 for its 
research program last year. And 
this sum was exclusive of construc- 
tion costs for new research facilities. 

In spite of its high cost, the Du 
Pont Company believes research of- 
fers the best assurance for long- 
range job security. New job oppor- 
tunities are created through the new 
products it develops. 

It also helps to create new mar- 
ket opportunities for many basic 
raw materials. Petrochemicals are 
an outstanding example of this and 
Du Pont buys increasingly larger 
quantities of them every year. 











Du Pont Research Program 
to Help Refiners 
Solve Pre-Ignition Problems 


Pre-ignition during road operation is a 
definite obstacle to further improve- 
ment in the efficiency of fuel utilization 
in gasoline engines. 

The development of higher compres- 
sion engines makes the need for a solu- 
tion to this problem—which possibly 
exceeds knock in importance—all the 
more pressing. With the aim of helping 
refiners overcome pre-ignition through 
the use of additives, the Du Pont Petro- 
leum Laboratory has already done ex- 
tensive research. 

The laboratory has found that the 
two most important aspects of the 
problem are: (1) the tendencies of 
combustion chamber deposits to glow 
and cause surface ignition of the 
charge; and (2) the ability of fuels to 
withstand ignition by hot surfaces. 

Deposit glow can be minimized by 
certain fuel additives. With future 
higher compression ratio engines it 
may also be necessary to improve the 
ability of fuels to withstand hot surface 
ignition. 


EFFECTIVENESS OF TEL 


Glowing deposits, principally those 
flaky in nature, act as igniters and 
some hydrocarbons are more sensitive 
to ignition by these hot deposit parti- 
cles than others. 

However, by raising the octane rat- 
ing as for example with tetraethyl lead, 
the pre-ignition tendency of the gaso- 
line is reduced. 


ADVERTISEMENT —Prepared for the Petroleum Chemicals Division of E. 1. du Pont de Nemours & Company (inc.) 





"Magic Barrel’’ 


40 OUTSTANDING PRODUCTS DERIVED FROM PETROLEUM 
MAKE UNIQUE PUBLIC RELATIONS PRESENTATION 


The “Magic Barrel” looks like a 55-gallon oil drum. 

But, instead of crude oil, the drum contains a wide variety of finished 
products made from petroleum ... products used every day in the home, 
on the farm, in industry and on the highways. All of these have been woven 
into a unique presentation that shows the tremendous importance of petro- 


leum in our daily living. 


PETROLEUM is the important ingredient in all the products shown in this “Magic Barrel” display. 
Mounted on semi-circular trays, the whole display is built up out of the oil drum in the center. 


The display and the talk accompanying 
it were put together by the Du Pont 
Petroleum Chemicals Division. The 
show was designed, however, to be 
used by oil industry representatives, as 
a public relations presentation. It is 
both entertaining and educational. As 
such it is ideally suited for showings to 
schools and colleges, civic organiza- 
tions and luncheon clubs, as well as to 
employee and customer groups. 








More complete details on these in- 
vestigations by the Du Pont Petroleum 
Laboratory can be obtained from any 
Du Pont Petroleum Chemicals Division 
district office. Ask for papers entitled 
“Pre-Ignition in Automotive Engines” 
and “An Investigation’ of Pre-Ignition 
in Engines.” 





FLEXIBLE PROGRAM 

The speaker builds his theme of “better 
living from petroleum products” by dis- 
playing and demonstrating the many 
interesting products found in the bar- 
rel. The talk is extremely elastic and 
can be done in 30 minutes or extended 
to an hour. 

The barrel itself is made of alumi- 
num and split lengthwise into two sec- 
tions. These are hinged together so that 
the drum can be opened and used as a 
lectern by the speaker. There are 16 
removable shelves inside the barrel. 
Each holds a small display of related 
products. Products can be changed or 
added at the will of the speaker. 


3 BASIC NEEDS 
The presentation covers the three es- 
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For a more PROFITABLE FUTURE 
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Dear Mr. Jobber, 


There are many reasons why independent oil jobbers in such 
increasing numbers are teaming up with Conoco. ut the 
reason is the desire for a more profitable future. Here are just 
a few of the reasons why Conoco assures these jobbers -- assures 
you -- bigger and better money-making opportunities right now. 


Gongce Teurande -- America's outstandingly different, free, 
personalized travel service. Tailor-made to fit every motorist's 
trip. A tremendous sales-builder. The big plus dealers want. 


Multimillion-dollar advertising -- national and local adver- 
tising that pre-sells Conoco products and services, year-in, year- 


out! In newspapers, farm papers, magazines -- on billboards, 
radio, and TV. 


Products of top perforgance -- especially those two new 
products, Conoco Super Gasoline with TCP* and Conoco Super Motor Oil 
5W-20, the year-round, all-around motor oil for modern cars -- and 

a complete line that includes Conoco N-Tane Gasoline...Conoco Super 


Motor 0il...Conoco greases and lubricants...two great Conoco 
anti-freezes. 


Complete TBA Program -- B. F. Goodrich Products -- Conoco's 
TBA line features the unbeatable sales appeal of B. F. Goodrich 
products. 
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specially trained Conoco Merchandisers help Goost service- station 
business. ..Conoco's new Credit Check Book means speedy, easy trans- 
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actions...colorful, attractive display signs, dress-ups, 
sales-promotion materials keep business humming... 


and perhaps most important of all... 


& great company Lo_Leam up-eith -- Continental 0il Company -- 
in its 


years of continuous progress has developed one of the 
greatest research teams in the petroleum industry. And the 
Continental sales organization is second to none! Best of all, 
they are a warm, friendly group of men who understand your problems 
and work with you to assure your success. 


So...why don't we get together and talk things over? No 
obligations, you can be sure! I can be reached at Continental Oil 
Company -- Albuquerque, Butte, Chicago, Denver, Fort Worth, Houston, 
Kansas City, Lincoln, Los Angeles, New York, Oklahoma City, Salt 
Lake City, or Ponca City, Oklahoma. 
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*Trademark owned and patent applied for by Shel! Oi! Company. 
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TBA 


liminary meetings were held before 


Radioactivity used to | a 
prove superiority of members of the Skelly sales force what 


they needed to know to conduct the 
dealer meetings. These preliminary 
meetings were directed by specialists 
from the Goodrich Associated Lines 
Division. 

Headed by W. A. Green, the team 
of Goodrich specialists covered both 
sales and service problems completely, 
and even made demonstrations of 
mounting, demounting and repair pro- 
cedures. Then the competitive features 
of the new tire were summarized by 
John K. Howe, Skelly’s TBA manager. 


After this training, the Skelly sales- 
men went out into the field to tell 
dealers about the new tires in a series 
of 133 meetings — all packed into a 
three-week schedule. 


The New Tire—tThe tubeless tire 
Skelly will sell is made by the Hood 
Rubber Co., an affiliate of B. F. Good- 
rich. A new entry to the field, the 
Hood tubeless is the third tubeless tire 
on the market (the other two—Good- 
rich and Firestone). 


To make it puncture proof, the new 
tire contains a gummy puncture-seal- 
ing compound. When a nail or other 
puncturing foreign body is removed 
from the tire, the gummy compound 
molds itself into the puncture immedi- 
ately, making a permanent seal. 

A double lining of Butyl rubber 
protects against dangerous blowouts. 
The makers do not claim that the tire 
won't blow out. But if a blowout does 
occur, the double lining of Butyl rub- 
ber seals the air inside the tire and per- 
mits a slow safe stop. 

Another feature of the new tire is 
a tread designed to control skidding, 
and give greater mileage. Slits cut into 
the ridges on the outer edges of the 
tire spread apart to give more traction 
and control skidding. Greater mileage 
potential is expected in the new tire 
because of the wide center tread pat- 
tern. 


Another tread feature, deep vents in 
the sides of the tread, are said to make 
the tire more flexible and thus easier 
riding. 

To stop any loss of air around the 
rim, special patented ridges are molded 
into the outside of the bead where they 
press against the rim, acting as a series 
of dams. These beads will fit effectively 
in any standard, full drop center rim. 

The introductory job is now done, 
and Skelly dealers are already pushing 
the Hood Tubeless on the replacement 
market. 
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CHECKING DIPSTICKS will be a more profitable operation this winter than it has 
been for several years, if a trend that appeared this summer continues to show that .. . 


Motor Oil Ratios Are Climbing 


By Holger Ridder, NPN Staff Writer 


Already there are signs that 
this winter may point the way 
to more cold weather sales of 
motor oil, And there is hope that 
the increase will carry through 
and he reflected in the next 
spring-summer ratios. 


Spot checks in recent weeks show 
many companies are reporting motor 
oil sales considerably ahead of spring- 
summer, 1952. The pattern of im- 
proved oil ratios is not sufficiently 
solid at this date to warrant a predic- 
tion that the national—or even district 
—ratios will top last year’s mark, but 
the signs are promising. If the field 
reports do represent a trend, then it 
probably will carry over into winter 
on a somewhat smaller scale. 

Education and Selling can do much 
to bolster fall-winter motor oil ratios. 
This was proved by Standard Oil 
(Ohio) last year when Sohio staged a 
winter motor oil sales campaign. Sohio 
explained why motorists are hard on 


their cars in the winter, even if they 
drive fewer miles and at lower speeds 
(NPN Jan. 14, p. 58). Because of 
this, their cars need more frequent 
oil changes and lubrication. 

Sohio reports the campaign im- 
proved winter motor oil sales sub- 
stantially. In fact, results were good 
enough that a similar campaign is 
planned for this winter. 


Intelligent Recommendations on 
when to lubricate and change oil can 
do much to overcome customer re- 
sistance. The new API oil change 
recommendations, based on individual 
driving conditions (NPN Feb. 25, p. 
31), stress the need for more frequent 
oil changes during cold-weather driv- 
ing. In the past, oil ratios have shown 
that oil changes have been less fre- 
quent in winter than in summer. The 
API recommendations can help con- 
vert the customer to the oil change 
frequency his car needs during the 
winter (NPN June 24, p. 52). 

A number of oil companies already 
are promoting acceptance of the new 
API recommendations in their ad- 
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vertising and posters. Much more can 
be done along these lines. 

Buying Habits of car owners actual- 
ly favor the service station salesman. 
A recent Du Pont survey (NPN July 
22, p. 41) shows only about 47% of 
the cars have their dipsticks checked 
at service stations during the spring- 
summer months. During the fall-win- 
ter this service drops to 42%. 

Du Pont also reports only slightly 
more than 20% of the customers are 
being asked to buy motor oil. Yet, 
better than 80% of the customers 
buy oil when asked. The answer seems 
simple: 

Ask customers to buy motor oil 
more often. 

The Dipstick Is a Key to more mo- 
tor oil sales, yet even when dipsticks 
are checked, the reading often is in- 
accurate. It is estimated that more 
than 6,700,000 gal. of motor oil sales 
will be lost this year because dipstick 
readings are inaccurate (NPN May 
13, p. 48). 

A little more care and consistency 
in reading dipsticks can inject new 
life in motor oil ratios. 

Something New—The Lloyd Felker 
Co., Marshfield, Wis., Shell Oil job- 
ber, has just embarked on a program 
of guaranteed lubrication which is de- 
signed to give the customer a unique 
service and generally bolster lubrica- 
tion sales (NPN Sept. 23, p. 14). The 
customer’s lubrication service is tied 
in with regular motor oil analyses 
which includes: 

1. Oil changes and lubrication serv- 
ices determined by oil analysis find- 
ings. 

2. A written guarantee which prom- 
ises payment for any repair bills re- 
sulting from mechanical failure due 
to failure of a lubricant, faulty lubri- 
cation, or personnel negligence in lu- 
bricating the vehicle. 

Squeak-Proof Lubrication—Success 
of Atlantic’s “certified lubrication” 
program lends promise of good results 
in the Felker project. Atlantic sells 
its lubrication as being “squeak proof 
for 1,000 miles.” If it isn’t, the cus- 
tomer gets another lube job without 
charge. 

Reports to date indicate Atlantic’s 
program pulled in customers. 

Names And Sales—Calling a cus- 
tomer by name is recognized as one 
of the simplest but most effective ways 
of pleasing customers. At service sta- 
tions, where much of the trade may 
be transient, this is often difficult. But 
the handicap can be overcome. 

Earlier this year there appeared on 
the scene the Oilminder (June 24, p. 
15). This is a lubrication reminder 
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LUBRICATION 


placed on the gasoline cap of the car. 
The car owner’s name is on the cap. 
Each time the customer buys gasoline, 
his name is visible to the attendant. 

In addition, it places in front of the 
attendant all the lubrication data he 
needs in order to determine the sales 
potential represented by each cus- 
tomer. Armed with this and the cus- 
tomer’s name, the door to sales opens 
a little easier. 

The device is new and still untried. 
But it appears to have possibilities, 
or at least some oil marketers seem 





to think so. Thousands of these Oil- 
minders wil! be put into use soon, 
judging by orders placed already. 


... in brief 


Reclaimed Oil Law Upheld—Califor- 
nia’s Supreme Court has upheld the 
Paraco, Inc. v. Department of Agri- 
culture case concerning the state’s re- 
claimed motor oil labeling law. It re- 
quires containers of re-refined or re- 
claimed motor oils be. so labeled and 
that complete records of reclaimed oil 





TURN 
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in any of 


Positions 








You can whip the problem of needed head room 
and enough road clearance, when you install Viking 
Truck Pumps. No matter what your mounting job, 
just turn the casing to any 45° angle for a space- 


saving piping arrangement. 


Even on two-pump mountings with dual power 
take-off, you have ample room for pumps, piping, 
strainers, valves, etc. The illustration shows just 


how easy this has been done. 


On your next truck job, save space. Then be sure 
of positive, even delivery and long, trouble-free life. 
Direct connect the pumps to power take-off with- 
out high speed increasers. Run your truck at normal 

speed for full capacity. To do 


this, 


specify Viking Truck 


mounting pumps. Ask for free 
bulletin 1507R today. 





oy 


UMP COMPANY 


CEDAR FALLS, IOWA 





sales be kept and made available for 
examination upon request. The deci- 
sion means the law is in full force and 
effect, and the Department of Weights 
and Measures has asked for immedi- 
ate enforcement of its provisions. 


Lube Standards Urged—G. T. Daugh- 
erty, chairman of the American Petro- 
leum Institute Lubricating Committee, 
has urged a concerted effort be made 
to gain wider use of standard nomen- 
clature for gear lubricants. Surveys 
show both the automotive and oil in- 
dustries have neglected to adopt the 
“official” terminology as published in 
the SAE handbook, he said. He pro- 
posed that his committee make a spe- 
cial effort to encourage co-operation 
by both industries to avoid confusion 
and poor results. 


Synthetic Lube Publications—Recent 
publications on the development of 
synthetic lubricants are summarized 
in a list now available from the Com- 
merce Department. Write: Office of 
Technical Services, Commerce De- 
partment, Washington, D. C. Code 
number is 1B-21. 


LP-GAS 


More LP-Gas Buses 


Going Into Service 


Five hundred and fifty LP-gas pow- 
ered units will be added by transport 
companies this year according to a 
recent survey by the Liquefied Petro- 
leum Gas Assn. 

Twenty-nine private and munici- 
pally owned bus lines replied to the 
survey questionnaire. Their answers 
showed that the 550 new units repre- 
sent a 38% increase over the 1,434 in 
service by the end of last year. 

The 1,434 buses covered in the 
study traveled a total of 55,785,205 
miles last year. Nearly three-fifths of 
them were factory-built for LP-gas 
use and the remainder were converted. 

The LP-gas buses used an average 
of one gallon of oil per 1,000 miles, 
including both the amount consumed 
for oil changes and for make-up. 

The average oil change was made 
after 11,947 miles. Nineteen of the 
fleet operators said the interval be- 
tween changes was longer with LP-gas, 
five said it was about the same and 
none found it shorter. 

Number of miles traveled per gal- 
lon of make-up oil required ranged 
from 3,000 to 408. The average was 
1,049 miles. Eight operators said their 
make-up ratio was better than with 
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gasoline and eight found it about the 
same. None reported poorer results. 

The price of LP-gas averaged about 
5.03¢ less per gallon than for gasoline. 
The fleets averaged 3.8 miles per gal- 
lon. Thirteen operators said they ob- 
tain better mileage with gasoline, five 
said there is no difference and one 
said that LP-gas is better. 

Maintenance costs were down with 
LP-gas, according to 12 operators. 
Five said they were about the same as 
with gasoline or Diesel fuel and one 
found them higher. 

More than three-fourths of the 
fleets own their own LP-gas storage 
tanks. The remainder use distributors’ 
facilities. 

Biggest user of LP-gas buses is the 
Chicago Transit Authority. It now has 
573 propane-powered units in service 
and has an additional 378 on order, 
scheduled for delivery in 1953 and 
early next year. 


|STORAGE 


Air Force to Test 
Avgas in Salt Dome 





Underground storage of jet fuel in a 
salt dome formation near Wichita, 
Kan., has proved so successful in tests 
that the U. S. Air Force has decided 
to conduct a similar experiment with 
high octane aviation gasoline. 

Contract for the site has just been 
extended through June 30, 1954, by 
the Armed Services Petroleum Pur- 
chasing Agency. 

The Air Force plans to place nearly 
50,000 gal. of Grade 100/130 aviation 
gasoline in an underground storage 
area within the next 30 days, accord- 
ing to Lt. Col. Edward J. Fourticq, 
chief of fuels and lubricants division 
of the directorate of supply and serv- 
ices at Olmsted Air Force Base, Mid- 
dletown Air Materiel Area. 

Principal purpose of this phase of 
the experiment will be to determine 
the effects of salt-formation storage on 
fuel containing tetraethyl lead. The 
theory has been advanced that salt will 
cause lead to settle out of solution. 
Results of the test will show whether 
other types of fuel, particularly leaded 
products, can be stored safely under- 
ground as successfully as jet fuel. 

Experiments with  salt-formation- 
storage are being conducted following 
approval of a suggestion by Colonel 
Fourticq, who pointed out that under- 


ground storage could be duplicated 
nearly anywhere in the world. 

Initial tests, with jet fuel, were 
started in November, 1952. The first 
phase of the experiment consisted of 
storing 53,341 gal. of jet fuel in a salt 
dome for three months. In the second 
phase, 60,000 gal. were stored for 
six months. 

Laboratory tests showed the jet fuel 
suffered no deterioration. It was noted, 
however, in the first phase that a 
slight loss of fuel occurred until the 
cavern became “wetted.” 


Experts found that the chloride con- 
tent of fuel was 3.0 parts per million 
or less and they said no corrosive ef- 
fects were noted after a sample of fuel 
with a 15% aromatic content was sat- 
urated with brine for 11 days at 77 
deg. F. and then exposed to copper, 
lead, cadmium, steel, aluminum, and 
magnesium for three hours at 212 
deg. F. 

Colonel Fourticq said that a final 
test of jet fuel will be made under the 
supervision of the Wright-Air Devel- 
opment Center at Dayton, Ohio. 








Package Appeal... 
Product Protection... 





E-Z-FILL GREASE 
GUN LOADER PAIL 


Grease gun can be loaded directly 
container. Clean, fast, eco- 
nomical! 25 and 35 pound sizes. 
@G. P.&F. makes steel con- 
tainers for almost every pur- 
pose and product. Designed 
to sell as well as protect, 
they are finished in attrac- 
tive solid colors, or can be 
lithographed with your own 
design or trademark. You 
may order in straight car- 
loads, mixed carloads or 
smaller quantities. 
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Each year American Can Company plows back more 
into research than any other can manufacturer, more 
into technical service, more into field operations, more 


Looking forward inte ery Phase that can beh xu 


From this plowing back comes a continuous stream 
of container improvements which American Can Com- 


by plowing back pany’s customers enjoy before others do. 


In the packaging industry most first or original 
contributions bear the Canco imprint. Canco’s philos- 
ophy of always looking forward can be of immeasur- 
able assistance in your business. 


These are reasons why it is to your advantage to 
turn first to Canco—the people who offer you more all 
along the line. 


Go first to the people who are first! 


AMERICAN 
CAN 
COMPANY 


New York, Chicago, San Francisco; Hamilton, Canada 


Canco’s exclusive new thermoplastic side seam 
offers you, for the first time, complete around- 
the-can lithography for maximum label display, 
100% moisture protection, and assures you of a 
long-lasting, spotlessly bright interior. 
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How Socony Works With Distributors 


In February, 1952, Socony-Vacuum Oil Co. initiated its Dis- 
tributor Relations Program, setting up, in nine basic points, its 
policies and beliefs in regard to the company’s jobber-supplier 


relationship. 


George D. McDaniel, Socony’s eastern marketing region man- 
ager, spelled out the program in an address before the Empire State 
Petroleum Assn. Following is a partial text of Mr. McDaniel’s talk. 


It is essential for us to judge in- 
direct versus direct operation on the 
basis of which is best for Socony- 
Vacuum in each instance over the long 
term. Socony-Vacuum has 174,000 
stockholders to 
whom our direc- 
tors are respon- 
sible and for 
whose investment 
our directors are 
stewards. 

It is the job of 
Socony - Vacuum 
management, and 
this includes mar- 
keting manage- 
ment, to conduct 
the business in 
such a way as to try to make profits 
for the company and pay dividends 
to the company’s owners. Ii has been 
our experience, as I believe all of you 
know, that there is a very substantial 
place for indirect operations under 
such an operation. 

We have more distributors, jobbers 
and resellers than any other oil com- 
pany in the United States, and as I 
shall point out in more detail later, 
we have substantially increased the 
percentage of business handled on an 
indirect basis. 

Our distributor relations program 
has nine major points: 


G. D. McDaniel 


1. Marketing Methods 


“We market our products through 
a distributor wherever, based on a 
long term appraisal, we believe it 
can be done more effectively and 
economically than by other methods 
of operation.” 

We constantly make what we call 
marketing method studies. We look 
at all of the factors, including the 
amount of money that we would have 
to invest, and then decide which 
method of operation would be best 
for Socony-Vacuum over the long pull. 
In the vast majority of cases these 
studies have led us either to retain 
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The Author 


George D. McDaniel, who is 
manager of Socony-Vacuum’s 
eastern region, spoke at the 
meeting of the Empire State 
Petroleum Assn., Oct. 6 in 
Elmira, N.Y. A partial text of 
Mr. McDaniel’s talk is reported 
here. 

His address, entitled “The 
Place of the Jobber-Distributor 
in Socony-Vacuum’s Marketing 
Policy,” outlines the company’s 
Distributor Relations Program 
and the third in a series of talks 
by Socony marketing executives 
on the program. 

H. T. Ashton, central regional 
manager, announced the news 
program at a meeting of the 
lowa Independent Oil Jobber 
Assn. in February, 1952. Her- 
bert Willetts, vice president and 
director in charge of domestic 
marketing, discussed phases of 
the program before the Illinois 
Petroleum Marketers Assn. 
(NPN, March 11, 1953, p. 23). 











the operation we had, or to change 
from direct to indirect. In a very few 
instances they have caused us to 
change from indirect to direct. 


A few figures bear out this point. 
Our Eastern Region includes the 15 
states from Maine through South Car- 
olina and inland through West Vir- 
ginia and Pennsylvania. In this East- 
ern Region in 1941, 28.8% of our 
total volume of automotive gasoline, 
burning oils and light fuel oils was 
sold through distributors, jobbers and 
resellers. By 1945 the percentage had 
grown to 37.4. By 1950 it had risen 
to 45.4. In 1951 it was 46.9. And 
in 1952 the percentage was 48.1. 

To put it another way, in 1941 
only one-fourth of those Socony- 
Vacuum products reached the con- 


sumer through distributors, jobbers 
and resellers and in 1952 nearly a half 
went that route. 


Selling Gain—Another set of fig- 
ures might also interest you. In the 
11 years from 1941 through 1952 
our total gallonage of automotive 
gasoline, burning oils and light fuel 
oils increased 46% in the Eastern 
Region, but in those same years the 
percentage of these products sold 
through distributors, jobbers and re- 
sellers increased 143%. 

It just burns me up when I hear 
or read some intimation that com- 
panies like ours are pushing the small 
businessman out of the picture. If 
our objective had been to eliminate 
small business, we certainly have been 
failures. 

I should be guilty of insincerity if 
I did not discuss some things that 
I fear tend to hold back the growth 
and development of present distribu- 
tors and an increase in the number 
of distributors. 

One is the question of continuity 
of operation. When we go the dis- 
tributor route in an area we like to 
have some assurance that the business 
is going to continue, that it does not 
rest entirely on the health of a single 
individual. More and more attention 
must be given to making provision 
for the future of distributor businesses, 
both to protect the owner and his 
family and to encourage supplying 
companies to place increasing long- 
term dependence on distributor opera- 
tions. 


Maintenance — Another unhappy 
point is that service and cleanliness at 
retail outlets is generally not as good 
in distributor operations as in direct 
operations. I know that there are many 
distributors who do an excellent job. 
Some of the best retail outlets in the 
country are operated or supplied by 
distributors, but unfortunately most 
of our complaints about poor service 
and dirty stations come from areas in 
which we have distributor operations. 
I believe that the majority of gasoline 
distributors would find it worth their 
while to give more attention to the 
retail phase of their businesses. 


2. Product Pricing 


“Prices in the oil industry are de- 
termined by competition. We believe 
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our distributors, as independent busi- 
nessmen in a competitive industry, 
realize they cannot be guaranteed a 
net profit; that their net profit de- 
pends on operating efficiency, sales 
policies, service to the public, and 
managerial ability to keep expenses 
within the gross profit which com- 
petitive costs and selling prices per- 
mit. Consistent with the foregoing, 
our prices to distributors will be 
viewed in the light of their influence 
on distributor operating results.” 

There has been in the last few 
months considerable discussion of 
margin, much of the discussion relat- 
ing to the relative merits of unit mar- 
gins or percentage margins. As long 
as we have a competitive industry, 
no individual, no company, no asso- 
ciation will be able to make a decision 
that will stick over a long period of 
time as to the basis for margins. 
Everyone in this room knows that 
competition will decide. 


Up to the Jobber—In Socony-Vac- 
uum we offer goods to a distributor 
and, after considering the competitive 
factors, set the price at which we 
are willing to sell to him. As far as 
we are concerned, he can charge what- 
ever he wants to charge when he sells 
the goods to his customers. It is up 
to him, selling in a market in which 
he is competing against others, to 
determine his selling price. 

Some distributors, as I am sure you 
know, do get more for their goods 
than others. Also, some distributors 
do a better job than others of keeping 
operating expenses down. 

Each distributor is an individual, 
and I believe the great majority of 
them are individualists. They expect 
to come out with a net profit after 
matching their sales and operating 
abilities against those of their com- 
petitors. 


3. Jobber Aid 


“Assistance will be made available 
to our distributors which will permit 
them to realize the same degree of 
benefit from our retail, farm, car 
dealer, consumer and other programs 
as we normally expect for direct 
operation.” 

We are taking these programs to 
our distributors. Unfortunately, it is 
true that some of. our distributors do 
not take as much advantage of these 
programs as they, in their own self- 
interest, should. 

We recognize that the distributor 
is an independent businessman and 
we have no wish to attempt in any 
way to force him to adopt any of the 
programs that we have found success- 
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ful in our direct operations. We make 
the programs available, we explain 
as Clearly as we can why we think they 
are valuable, but beyond that the de- 
cision must be up to the distributor 
himself. 

We have seen evidence that such 
programs can pay out for a distributor. 

One of our distributors put our 
farm program into effect in 1950, and 
has increased his sales to farmers from 
1,250,000 gal. in 1949 to 2,300,000 
gal. in 1952, with a good ratio of 


motor oils and greases besides. And 
this has been done without his loaning 
his customers a nickel’s worth of 
equipment. 

Another distributor adopted the 
service station rehabilitation program. 
He modernized eight stations at a 
total cost of $9,800 and increased 
gallonage at those stations from 160,- 
000 a month to 210,000 a month. 
This distributor also is rebuilding his 
other stations at the rate of one per 
year, and the three projects so far 


Immediately Available—at a Saving! 


1200-galion capacity with five compartments . . 
You can get them right away . 


. no delay. 


. 350, 300, 250, 200, 100 
These three standard 


Columbian better-built truck tanks are ready to get on the job for you 


quickly when you need an additional or a replacement truck. 


Each 


offers you the service-proved advantages of famous Columbian quality 
construction. And you save money by taking advantage of the lower 
prices made possible by Columbian volume production. 


Check and compore these features 
@ Exclusive Columbian 3-point sup- 
port and integral mounting @ Double 
bulkheads for mixed loods @ Four 
large cabinets for borrels, case goods 
and TBA items. @ Oversize reor cabi- 
net to house meter, hose, reel, etc, 
@ Streamlined dome flashing con- 
cealing 8-in. fill plugs @ Full-flow 
discharge lines and valves @ Stream- 
lined trim skirting modified for off- 
highway operating conditions. 


FREE CATALOG available. Write to- 
day for complete detoils. 


Reg. U.S. Pat. Off. 


1000-gatlion c ity with five comportments .. . 
<i 508, 25, 200, 150, 100 


(Below) 1500-gallon capacity with fre eongent- 


ments . . . 450, 350, 250, 250 


COLUMBIAN STEEL TANK CO. 


P. O. Box 4048-1, Kansas City, Missouri 
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1913 Drawing made from actual photograph taken 40 years ago when Gulf opened the world’s 
first drive-in service station in Pittsburgh. It was the finest to be found anywhere in 1913. 


Look at both pictures again... 


and more closely! 


You'll notice that 40 years ago, when neither state nor federal taxes were 
levied on motor fuels, That Good Gulf Gasoline was selling for 27¢ a gallon. 
You'll notice, too, in this particular metropolitan market—today—Good 
Gulf Gasoline is selling for 2342¢ a gallon, exclusive of taxes . . . a reduction 
of 342¢ a gallon! 
What neither picture can show you, however, is that today’s gasoline is 
vastly superior in every respect to its higher priced predecessor of 1913! 
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of competition 
done for you! 











195 This service station, also in Pittsburgh, is a modern counterpart of the first. It repre- 
sents the finest in design and customer conveniences today. (Sketched on location.) 


Why better gasoline for 13% less? 


Today's better gasolines—at reasonable prices—are the result of stiff com- 
petition in all branches of the oil industry. 

That competition has resulted in greater efficiencies, the economies of 
which have been passed along to you. 

And of this you can be sure! 

As long as men and businesses are free to compete for your patronage, 
the dollars you spend for oil products will continue to be “big” dollars. 

Yes, there is plenty of competition in the oil business. And you can 
depend upon Gulf to help keep it that way. 








This advertisement sete Uh is appearing in a number of daily newspapers in Gulf’s 
operating areas. B ge is of particular importance to members of the 





oil industry, peter ap ortbvredn om. 
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ECONOMICS 


completed have shown gallonage in- 
creases of 25,000 gal. a month after 
an investment of $32,000; 7,000 gal. 
after a $16,000 investment and 9,000 
gal. after a $20,000 investment. 





4. Operating Assistance 


“We will assist our distributors to 
increase operating efficiency by fur- 
nishing them with available material 
and, when requested, by working with 
them on specific problems.” 

One of our distributors was losing 
money in a market that permitted a 


PORCELAIN ENAMEL FOR YOUR 


good gross profit. He asked if .we 
would try to help find what was wrong. 
We sent to him specialists in account- 
ing, credit and truck operations. They 
worked with him over a period of 
several weeks. Following their recom- 
mendations, he has instituted a new 
and effective procedure for handling 
accounts receivable and a cash fore- 
cast system, and he has reduced per 
gallon delivery expense. The result is 
that he has re-established adequate 
operating capital and is making a good 
net profit. 

Another of our distributors felt that 


SERVICE STATIONS 








of every excellent product 


Over 25 years have gone into 


the shaping of this thing we call 


eeeeee 


not the product of a specification 


—but born of experience 


and character — both of the 


company and its product 


please direct all inquiries to 


> 
Davidson, ENAMEL PRODUCTS, INC. 


1103 EAST KIBBY STREET, LIMA, OHIO 





his delivery operation was losing 
money. After consulting with our 
salesman, he asked that a representa- 
tive of our operating department make 
a study. Our operating specialist just 
recently spent two days at the plant. 
One recommendation, already put into 
effect, called for a new pumping unit 
which is reducing loading time at the 
rate of 175 hours per year, or enough 
to pay for the unit in less than a year. 
There hasn’t been time yet to decide 
on the other recommendations, which 
included larger trucks, faster truck 
pumping rates and full-load deliveries. 


5. The Supply Question 


“In any period of tight supply, our 
distributors will receive a fair share 
of our total supplies and will not be 
discriminated against compared with 
our direct operations.” 

In connection with that point | 
should like to recall the winter of 
1947-48, when charges were loosely 
made from time to time that supplying 
companies were channeling their avail- 
able supplies into direct operations at 
the expense of jobbers. 

In our Eastern Region, our indirect 
heating oil business in the period from 
June 1, 1947 through January, 1948, 
increased 43.3%, while our direct 
operation gallonage increased only 
7.5% in the same period. 


6. Keeping Informed 


“Our company policies should be 
made known to our distributors, to- 
gether with the reasons for the pol- 
icies. They should be informed not 
only of our marketing policies, but 
also of our policies on other subjects 
which might be important to them.” 

This is done primarily by salesmen, 
district and division managers and at 
our conference meetings with dis- 
tributors, about which I shall say more 
later. We also have inaugurated the 
Mobil Marketers News, which is sent 
to all our jobbers several times a year, 
and in which we carry such statements 
of policy, either related to marketing 
or other aspects of the company’s busi- 
ness, that may interest them. 


7. The Jobbers’ Queries 


“Whenever an inquiry develops as 
a result of any policy or program, 
we expect our sales representatives 
to provide the distributor with an ade- 
quate answer promptly.” 

It is, of course, sound business for 
us to answer promptly questions our 
customers may have. While we be- 
lievé our sales representatives have 
had a good record in that regard, we 
put this point in our policy so there 
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would be no misunderstanding as to 
the desire of our company to answer 
questions from our distributor cus- 
tomers. The answer may not always 
be what the distributor wants to hear, 
but we don’t give him the brushoff. 


8. Exchange of ideas 


“We encourage suggestions from 
our distributors with respect to mar- 
keting policies, sales programs and 
Operating methods.” 

What I shall say about this applies 
also to Point 7 and revolves around 
the general thought that we want fre- 
quent and effective two-way com- 
munication with our distributors. To 
this end we are holding hundreds of 
small conference-type meetings with 
distributors. 

It is our plan that each Socony- 
Vacuum distributor will have the 
opportunity of attending at least one 
such meeting a year. At these meet- 
ings the problems discussed are those 
that the distributors have on their 
minds and not what we may think 
they have. We have learned a lot at 
the conference-type meetings, and we 
hope our distributors have also. 

Good as they are, however, these 
meetings are no substitute for indi- 
vidual sessions between a distributor 
and the sales representative or dis- 
trict management. I deeply believe that 
when a distributor and his supplier 
confer as two reasonable men, with 
mutual interest and a willingness to 
understand each other, they can and 
do arrive at sound decisions on their 
problems. 


9. The Mutual Need 


“Underlying our entire Distributor 
Relations Plan is a spirit of fair deal- 
ing based on mutual understanding 
and respect.” 

I have sold distributors, in one way 
or another, for 21 years. My belief 
is that there is mutual understand- 
ing and mutual respect. There is 
a realization, and thank goodness it 
is growing not diminishing, that sup- 
pliers need distributors and distrib- 
utors need suppliers. Unfortunately, 
examples of good relations never 
seem to get the attention of congres- 
sional committees. It is my belief, 
though obviously I can’t prove it, 
that there are few industries in which 
relationships are as good as they are 
between suppliers and jobbers in the 
oil business. 

The oil industry has been pretty 
good to most of us. We have made 
a reasonable living, and I hope and 
believe such will be the case for many, 
many years to come. And most of 
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Ready for you after 12 months of brutal 


2 CUSTOMER 
TESTING! 





























: 
CLARKs 


New and Exclusive 


HYDRATORK DRIVE" 


Here’s how it improves your fork-truck operation: 


1 MORE WORK: faster get-away, positive power without slippage; 
moves heavy loads and climbs ramps with ease. 


LOWER COST: higher percentage of “on-the-job” time results 
from no clutch problems, “‘cushioning”’ effect on motor and drive 
members. 


converter, automatically cuts power; engine cannot be started 
unless controls are in neutral. 


5 GREATER SAFETY: hydraulic brake system, linked to torque 


IMPROVES DRIVER EFFICIENCY: finger-tip direction control 


and elimination of gear-shifting conserves operator energy. 


Not one, but eighteen HYDRATORK-equipped trucks 
were placed in customers’ plants for a full year of on-the-job 
testing. Without exception, these units proved that reduc- 
tion in driver fatigue and of truck. downtime results in 
greater production fom HYDRATORK-equipped trucks. 


Now available in 
——~ Ciaran 


Mail the coupon for detailed 

. , P INDUSTRIAL TRUCK DIVISION ¢ CLARK EQUIPMENT COMPANY - BATTL! CREEK 89 MICHIAN 
literature which explains Please send: (© Mydretork iterature () Condensed catalog 

how CLARK’'s new and C Hove representative coll 


exclusive HYDRATORK 


DRIVE operotes. ; 
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what we have, you as distributors and 
me as an employe of a supplying 
company, we have gotten under the 
competitive enterprise system. 
Problems are bound to arise be- 
tween a distributor and his supplier. 
They can solve those problems in the 
future as they have in ‘he past, not 
by seeking or encouraging govern- 
ment intervention, but as men of good 
will doing business with each other. 
We can and must do it ourselves if 
we are to preserve the system that 
has made this country what it is. 





EXPANSION 


New Marketer Entering 


Canadian Oil industry 


An oil company new to the Cana- 
dian marketing picture, Canadian 
Petrofina, will market products in 
Quebec and Ontario provinces under 
the “Fina” brand name. 

Marketing operations were ex- 
pected to start any day through sev- 
eral stations the company has ac- 





@ TO Cincinnati's Union Terminal 


come travelers . . visitors . . conventioneers — 
seeking pleasure, knowledge, products 


for which Cincinnati is famous: 


valves, machine tools, 
television sets, soap, 
A-F Engineered 
Conveying Systems. 


oo 





‘ { 


pondimelliedl "ace 
; tl he vr 


i ee ~ 
Ce Aang etry 


ALVEY-FERGUSON 


the original Simce 1401 
engineered conveying systems 


Conveyor shown at left, 


quickly tilts the drums on 
their sides, and elevates them 
to the A-F Track shown at 
right. Could your plant use 
such an installation? 


For @ discussion of latest efficient methods of handling products and materials write: 
<THE ALVEY-FERGUSON COMPANY 


612 Disney Sweet. CINCINNATI 9, OHIO + OFFICES OR REPRESENTATIVES IN PRINCIPAL CITIES 





quired in Montreal. Construction ot 
more stations is already started and 
contracts have been let for several 
others. 

Contracts have also been made for 
construction of a 20,000-b/d refinery 
in the Montreal area, scheduled for 
completion late in 1955. Until the 
company can obtain products from 
this refinery, it will purchase products 
from Canadian and U. S. oil com- 
panies to supply its retail operations. 

Petrofina will expand its marketing 
operations in Quebec and Ontario 
provinces as rapidly as possible, says 
L. B. Wolters, managing director of 
Compagnie Financiere Belge des 
Petroles, S.A., parent firm of Petro- 
fina. He said the company will “most 
probably” extend its marketing into 
Canada’s maritime provinces in the 
near future. 

Expansion beyond Ontario’s west- 
ern border is not in the company’s 
immediate plans. Marketing in the 
western provinces, says Wolters, 
would not be supported by the Mon- 
treal refinery. If the company expands 
into that territory, at some future 
date, it will probably build another 
refinery in the western area. 

The crude supply for the Montreal 
refinery will probably come from 
Venezuela or the Middle East, says 
Wolters. But a shift to Canadian 
crude will probably be made, he says, 
if it becomes economically available. 

A separate subsidiary of the parent 
company, Canadian Fina Oil Com- 
pany, is engaged in exploring for oil 
in the prairie provinces. 


... in brief 


Texas City Cat Cracker—A 19,000 
b/d Houdriflow catalytic cracking 
unit completed recently by Texas City 
Refining, Inc., is the third major ex- 
pansion the company has made since 
1948. The new unit will give the plant 
a wider range of products, with the 
unit’s principal output components of 
high octane gasoline and domestic 
furnace oil. 


New Washington Refineries —Shell 
Oil has awarded a general construction 
contract for a 50,000 b/d refinery at 
Anacortes, Wash. Construction will 
start about mid-1954. Production will 
begin in mid-1955 when crude oil 
fractionating unit and Platformer are 
scheduled for completion. A cat crack- 
er is slated for completion by the end 
of 1955. Bechtel, which will build the 
Shell refinery, also has the contract for 
General Petroleum’s 35,000 b/d re- 
finery at Ferndale, Wash. 
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SENISIUES 


Stocks, Output Soar 


RUNS TO STILLS—CRUDE PRODUCTION 


& RUNS TO STILLS 


PH) crude Proouction 





Gasoline stocks in the U.S. declined only a 
couple of hundred thousand barrels between the 
end of July and the last of September. 


Despite heavy summer demand, the high rate 
of motor fuel output by refiners replaced inven- 
tories as fast as they were used. In fact, refinery 
runs averaged more than 7,000,000 b/d all during 
July, August and September. 


SS 
SN 


Combined distillate and kerosine inventories 
were more than 12 million bbl. higher on Sept. 
30, 1953, than they were on the same date in 1952. 
Stocks of these products increased about 31 mil- 
lion bbl. from July 31 to Sept. 30, 1953. 


Residual stocks increased two and a half million 
barrels in the same period. But, even so, inven- 
tories on Sept. 30 were 4.2 million bbl. less than 
on the same day in 1952. 


(Figures used for charts and tables are from 
Bureau of Mines report for 1949-52. The figures 
for July, August and September, 1953, are from 
API weekly statistics—figures used are for date 
nearest to end of month and will be revised as 
Bureau of Mines reports become available. Stocks 
figures for 1953 are on a new basis due to trans- 
fers and additions of stocks in new facilities.) 


MILLIONS OF BARRELS DAILY 


y 


1950 1951 1952 {JULY 
SEPTEMBER 


 ING,hh WG 
> 
G KR RNR GG KK A ID 


E 











Crude Runs to Stills Residual Stocks 


1949 (Sept.) .. 
1950 (Sept.) .... 
1951 (Sept.) .. 


1952 (Sept.) . 


1953 (Sept.) .... 


1953 (Aug.) . 
1953 (July) 


Gasoline Stocks 


1949 (Sept. 30) 


1950 (Sept. 30) . 


1951 (Sept. 30) 
1952 (Sept. 30) 


1953 (Sept. 30) . 
1953 (Aug. 31) . 


1953 (July 31) 


b/d 
4,557,000 
5,131,700 
5,577,000 


85,613,000. 


91,952,000 
99,609,000 


. 106,492,000 


122,757,000 
122,676,000 
123,342,000 


East of Rockies West of Rockies 


b/d 
870,000 
927,600 
981,400 

1,044,000 
1,073,800 
1,052,500 
1,053,200 


East of Rockies West of Rockies 
Bbls. Bbis. 


16,186,000 
13,796,000 
14,538,000 
14,499,000 
20,465,000 
20,611,000 
20,081,000 


Distillate and Kerosine Stocks Combined 


1949 (Sept. 30) 
1950 (Sept. 30) 
1951 (Sept. 30) 
1952 (Sept. 30) 
1953 (Sept. 30) 
1953 (Aug. 31) 


1953 (July 31) . 


94,792,000 
92,764,000 
119,935,000 
140,274,000 
149,088,000 
137,377,000 


. 120,597,000 


East of Rockies West of Rockies 
Bbls. Bbls. 


15,071,000 
13,183,000 

9,412,000 
11,999,000 
15,224,000 
13,916,000 
12,786,000 
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1949 (Sept. 30) 
1950 (Sept. 30) . 
1951 (Sept. 30) . 


1952 (Sept. 30) .. 


1953 (Sept. 30) . 
1953 (Aug. 31) 
1953 (July 31) 


Crude Oil Stocks* 


1949 (Sept. 30) 
1950 (Sept. 30) 
1951 (Sept. 30) 
1952 (Sept. 30) 
1953 (Sept. 30) 
1953 (Aug. 31) 
1953 (July 31) 


* Includes foreign. 


Crude Oil Production 
East of Rockies 


1949 (Sept.) 
1950 (Sept.) 
1951 (Sept.) 
1952 (Sept.) 
1953 (Aug.) 
1953 (Sept.) 
1953 (July) 


East of Rockies 


Bbls. 
27,217,000 
28,342,000 
32,638,000 
36,566,000 
31,057,000 
31,378,000 
30,125,000 


East of Rockies 


Bbis. 
215,514,000 
211,612,000 
225,535,000 
233,983,000 
251,421,000 
246,106,000 
242,741,000 


b/d 
4,042,100 
4,966,000 
5,279,500 
5,535,000 
5,497,225 
5,402,530 
5,419,360 


West of Rockies 
Bbls. 
39,900,000 
13,624,000 
15,574,000 
19,634,000 
20,855,000 
19,534,000 
19,422,000 


West of Rockies 
Bbls. 
36,175,000 
30,699,000 
29,365,000 
30,740,000 
36,347,000 
36,605,000 
36,403,000 


West of Rockies 
b/d 
898,100 
921,900 
981,000 
982,600 

1,007,625 
1,000,640 
1,016,100 








JOBBERS AND MANUFACTURERS show keen interest in discussions as .. . 


Marketing Equipment Men Talk Shop 


SPEAKER at National Assn. of Equip- 
ment Jobbers’ meeting in Columbus, Sept. 
29 was Irving H. Passel, Esso Standard 
Oil Co., New York. (See p. 37 of Oct. 7 
issue for full details) 


PANEL of equipment jobbers discussed a number of the business problems. Shown 
are: J. M. Newberry, Newberry Equipment Co., Memphis (moderator); Carl Wolff, 
PESAMCO, Allentown, Pa.; Warren Cruzen, Cruzen Equipment Co., Memphis; 
H. E. Andersen, Northwest Service Station Equipment Co., Minneapolis; and W. E. 
Crowder, United Pump Service & Supply, Dallas 
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MANUFACTURER — W. B. Johnson, 
Jr., sales manager, Erie Meter Systems, 
Erie, Pa., and head of Manufacturer's 
Liaison Committee of the National Assn. 
of Oil Equipment Jobbers, spoke to the 
opening session of the meeting. 


DIRECTORS AND OFFICERS who 
will guide the National Assn. of Oil 
Equipment Jobbers during the coming 
year are: front row (left to right) J. M. 
Newberry, Newberry Equipment Co., 
Memphis; E. de Penaloza, General 
Equipment Co., St. Louis, treasurer; 
W. E. Crowder, United Pump Service 
& Supply, Dallas, president; August 
Schramm, Renick & Mahoney, New York 
City, vice president; Howard Upton, 
Tulsa, executive secretary; John Quilter, 
Pump & Tank Co., Inc., Richmond, retir- 
ing association president. Back row—Fred 
Coffield, Jr., Coffield Supply Co., South 
Bend, Ind.; F. R. Geen, C. A. Brewer 
Co., Rochester; H. R. Tuller, Tuller 
Equipment Co., Columbus; D. W. Mon- 
roe, Monroe Equipment Co., Miami, Fla.; 
Randall J. Owen, West Penn Equipment 
Co., Pittsburgh; H. E. Andersen, North- 
west Service Station Equipment Co., Min- 
neapolis; Alex Van Praag III, Van Praag 
Equipment & Manufacturing Co., Decatur, 
Ill, and Melvin Schlesinger, Tri-State 
Equipment Co., Kansas City. 


LOOKING at display are left to right: Robert Wheaton, Wheaton Brass Works, Union, 
N.J.; William R. Bailey, William R. Bailey & Son, Elbridge, N. Y., and William R. 
Bailey, Jr. In back is Harold Anderson, Anderson Equipment Corp., Albany, N. Y. 


TOP MAN for equipment jobbers in coming year is W. E. Crowder (center) shaking 
hands with out-going president Jack Quilter. Looking on is the new vice president, 


August Schramm 
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P23 battovies a minute 
— Jol by source slalious 


Every minute two dozen motorists are buying 
new batteries; 1380 every hour, 33,330 a day, 
12 million a year sold by neighborhood service 
stations! 


Approximately one half of all the replace- 
ment tires, batteries and accessories sold this 
year will be sold through these important retail 
outlets . . . the 200,000 neighborhood service 
stations which are supplied by major oil com- 
pany and oil jobber organizations. 

How do you put your brand in this picture? 
How do you get your share of this TBA* busi- 
ness? Not from the attendants or operators. 


D 


You have to reach the marketing executives 
of oil companies and oil jobber organizations 
... the men who direct the packaging, storage, 
transportation and sales of petroleum products, 
PLUS the purchase and resale of tires, bat- 
teries and accessories . .. the men who read 
National Petroleum News every week for latest 
marketing and merchandising news. 

For your share of service station TBA busi- 
ness, use the direct approach to the right men. 
Start telling your story in National Petroleum 
News now! 


*TBA is the oil industry’s designation for tires, batteries and accessories. 


Publishers of the 
Annual TBA Directory 


& Buyer's Guide Member of Associated Business Publications 


ond Audit Bureav of Circulotions 


Publication offices: 
1213 West Third Street * Cleveland 13, Ohio 
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DISCONNECT SWITCH is made by 


modifying a welding 
cable connector. A quarter turn permits it to come apart 

















cT 











- BAT TERY 


TRUCK FRAME— 


STARTER 














CABLE connects battery to truck frame. It is readily ac- 
cessible for use when needed by mechanic or driver 


Special Cable Disconnects Battery Quickly 


The Atlantic Refining Co. is 
using a special battery cable 
switch or disconnector on its 
trucks. 


The switch is used for: 

—Emergency elimination of elec- 
trical current from all vehicle wiring. 

—A positive switch for disconnect- 
ing the battery when the vehicle is 
being repaired. 

—A means for disconnecting the 
battery when a vehicle has to be 
parked unattended for an extended 
period of time. 

The switch is really a welding cable 


connector modified by inserting a 
brass pin through the rotating seg- 
ment. The connector is constructed 
with an interrupted screw thread so 
that a one-quarter turn disconnects it. 
The particular cable used by Atlantic 
is made by the Chicago Tool and En- 
gineering Co. under the trade name 
of “Palmgren.” This connector is 
patented but the modification of it by 
Atlantic has not been patented. 

Paul H. H. Snyder, of Atlantic Re- 
fining’s automotive section, says the 


switch does not cause any difficulty 
with electrical circuits. 





NEW EQUIPMENT 





New Battery Charger 


A new line of slow chargers is avail- 
able in a range of sizes from six-bat- 


tery (18 two-volt cells) to a 24-battery 
unit. All have a single charging rate 
control. A metallic rectifier type (illus- 
trated) is featured as a semi-portable 
unit. All units, of course, will handle 
either six or 12-volt batteries. Franklin 
Transformer Manufacturing Co. 


Circle No. 1 on Reply Coupon 


Quick-Acting LP-Gas Valve 


A new, quick-acting valve is de- 
signed for quick, full opening and 
rapid, positive closure. This is said 
to speed-up the filling of LP-gas cylin- 
ders. It is intended primarily for use 
on cylinder filling manifold hoses but 


October 14, 1953 + NATIONAL PETROLEUM NEWS 











STEEL 
TANKS 


Used, Good Condition 


6 15,000 gal. tanks 
Installation now in place. 
Will sell one or all. 


4 7,000 gal. tanks 
1 12,000 gal. tank 
1 16,250 gal. tank 


2—16. . i-trailers. Also 1 , 2 
ond’ 5,000 pal. tanks ee 


MARLEAU-HERCULES 


3600 Detroit Ave. Toledo 12, Ohio 
Phone: MAin 2242 











SUSTALNED METER ACCURACY? 


2. Red Seal Users offer this proof: 


“Red Seal bulk plant meter required calibration shift of 
only one hole to compensate for wear after 60,000,000 
gallons,"’ reports a Wisconsin gasoline bulk plant. 

A 2” Red Seal gasoline meter installed in 1932 by a Ten- 
nessee jobber needed minor repairs after 18 years of hard 
work. Cost: $4.41 for material, $8.00 for labor. Average: 
69 cents a year! 

Thirteen 3” and 4” Red Seals 12 years old were sent to 
Neptune by a New York marketer for servicing. Only four 
required new chambers . . . others required only minor parts 
to make them good as new. 

“Installed in 1939, 2” Red Seal tank truck meter with 
original measuring chamber shows so little wear it requires 
change gears only two steps away from original setting for 
perfect accuracy,"’ shows record of Indiana gasoline jobber. 

After switching 22-plant system to Red Seals exclusively, 
a large Pennsylvania marketer found it necessary to check 
the meters only once in six months . . . with previous meters 
he had to do it every month! 

Two 3” Red Seal meters handling 2,500,000 gallons per 
month for an Illinois jobber were never opened in three 
years. Recently tested by sealers, they needed no change in 
calibration. 

Another Illinois jobber averaged 14,000,000 gallons per 
year through three 3” Red Seals . . . never had to replace 
or work on the Red Seal chambers in five years. 


3. Look at your own records: 


Each year your meters must accurately account for 
products worth up to 300 times the cost of the 
meters themselves! It's mighty important to keep 
them in tip-top condition with periodic accuracy 
tests. 

It's so important to you in terms of dollars that 
we recommend you keep simple records of accu- 
racy tests and maintenance required. You'll quickly 
find that some types of meters require more ad- 
justments than others . .. some need replacement 
parts sooner . . . some have to be scrapped years 
earlier because of the high cost of maintenance. 

Prove to yourself what sustained accuracy means 
to your pocketbook . . . and you'll soon be satis- 
fied only with Red Seal meters for all your trucks, 
loading racks and terminals. 

You'll find, as many other oil companies have 
found, that it pays to specify Red Seals. 





























oFecunracy You Can Zank On 


NEPTUNE METER COMPANY 


SO WEST SOth STREET -« 
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NEW YORK 20, N. Y. 


Branch Offices: 


PORTLAND, 
IN CANADA: MEPTUNE METERS LTD., 
1430 LAKESHORE RD., TORONTO 14, ONT. 





Ci es for 


Let Canfield Premium HDM Motor Oil coin money for you by 
assuring repeat business... Bring back satisfied customers who 
buy again and again, regardless of type of service . . . car, truck 
or tractor. 

Here’s proof that Canfield Premium HDM Motor Oil consist- 
ently outperforms other oils... regardless of competitive claims, 
price or name. 


Solvent Refining of selected Paraffine base crudes 
separates the men from the boys. . . delivers base 
stocks loaded with only the strongest, cleanest 
Hydro-Carbons. .. Prevents Friction Drag under the 
toughest operating conditions. 


2 Added modern miracle-chemicals actually put 
acid-resistant gloves on bearings ... prevent cor- 
rosive acid action. 


3 ~~ quality detergents keep motors clean 
- assure free, uninterrupted action of piston 
rings, hydraulic valve lifts . . . keeps tight 
clearances open. 
d et 
Add the extra,priceless ingredient—Canfield’s 67 years 
of “Know-How”—Is it any wonder that Canfield always 
provides “The latest and best in Lubrication”? 
Available under our brand or yours in bulk, drums or 
refiner sealed cans. Investigate ... Put Canfield Prem- 
ium HDM Motor Oil to work Coining Money... 
for You... NOW! 


CANFIELD OIL COMPANY 
General Offices: Cleveland 27, Ohio 
PLANTS: CORAOPOLIS, PA., CLEVELAND, OHIO, JERSEY CITY, N. J 
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also can replace wheel handle shut-off 
valves on existing loading hose assem- 
blies. The valve handle operates in a 
90 deg. arc from full open position 
(vertical) to fully closed position (hor- 
izontal). The valve handle can be 
swiveled horizontally to permit opera- 
tion in any desired direction. The 
valve is listed by Underwriters’ Labo- 
ratories. The Bastian-Blessing Co. 


Circle No. 2 on Reply Coupon 


Pumps 


Two new oil product pumping units 
have a range of capacities from 70 to 
226 gpm at 60 psi. Both feature totally 
enclosed gear reduction running in oil; 
anti-friction bearings throughout the 
gear reduction; operation indoors or 
out; bedplate which provides rigid 
mounting for both pump and standard 
NEMA frame motors. Either thick or 
thin fluids can be pumped. Geo. D. 
Roper Corp. 


Circle No. 3 on Reply Coupon 


Battery, Regulator Tester 


A battery and voltage regulator 
tester does its job quickly. The device 
is encased in a pliable rubber case to 
protect its working mechanism. If the 
meter is smashed, a new one can be 
inserted by snapping out the steel 
meter shell and removing two brass 
nuts. Fox Products Co. 


Circle No. 4 on Reply Coupon 
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Tire Bead Breaker 


A floor type, heavy-duty bead 
breaker is designed for use on any pas- 
senger car tire, including tubeless tires 
and the new hump type safety rims. 
The tool has a large curved shoe, 
about 18 in. long, which breaks the 
bead away from the rim by rolling it 
instead of using a straight pushing ac- 
tion. The breaker shoe contacts the 
bead outside the rim flange and there- 
fore never touches the air seal on tube- 
less tires. The equipment can be used 
on all drop center rims from 14 in. 
through 17 in. wheels and on tires up 
to 8:90. The tool has a 27 in. one- 
piece steel base which extends across 
the wheel. This prevents backward 
tipping when pressure is applied. An 
automatic wheel stop built on the base 
adjusts for all wheel heights and pre- 
vents the wheel from slipping out of 
the tool. The equipment does not need 
to be bolted to the floor. Bishman 
Manufacturing Co. 


Circle No. 5 on Reply Coupon 


Basket for Cleaning Parts 


An automotive parts basket has 
been developed with interchangeable 
handles for use with either the three 
or five-gallon containers of the manu- 
facturer’s parts cleaner. The basket is 
equipped with a flange which suspends 
it over the pail for drainage. A mesh 
bottom permits quick draining. The 
company’s cleaner controls offensive 
odors and is not harmful to the hands. 
Ramsey Corp. 





Circle No. 6 on Reply Coupon | 


Lightweight Hose 


A new seven-inch hose weighs no 
more than the six-inch type even when 
full of fuel oil. Weight reduction is 
accomplished mainly by the use of 
Flexseal-end hose which eliminates 
heavy metal nipples. Ends of the new 
hose are built up and butted together 
with lightweight flanges. The hose is 
reinforced with high tension steel wire 
at points where it is suspended across 
water when used for marine fueling. 
The hose has been installed on Navy 
fuel oil tankers which service fighting 
ships at sea. B. F. Goodrich. 


Circle No. 7 on Reply Coupon 


Automatic Starter Relay 


A new, automatic starter relay re- 
starts car engines immediately when 
they stall. With the use of the unit, the 
starter is energized when the ignition 
key is turned on. This feature elimi- 
nates starter buttons. It is available 
for most cars with manual, semi-auto- 
matic and automatic transmissions. 
Stan-Test Corp. 


Circle No. 8 on Reply Coupon 


Pipe Insulation 


A new product insulates hot under- 
ground piping. It also protects against 
corrosion. Known as Gilsulate, the 
product consists of solidified petrole- 
um. When poured around a hot under- 
ground pipe, a layer of the product is 
fused to the pipe. Outside this first 
layer, there is a zone of sintered Gilsu- 
late particles. Finally, there is a third 
zone of consolidated Gilsulate. The 
first two layers are waterproof. In 
application, a shallow trench is pre- 
pared for the pipes and supports. 
Then the product is poured around 
the pipes to the required depth. The 
surface is then tamped and the trench 
backfilled. Then hot steam or other 
fluid is run through the pipes and the 
job is insulated. American Gilsonite 
Co. 


Circle No. 9 on Reply Coupon 
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Re-Trues Tires 

A new machine re-trues out-of- 
round tires. The manufacturer says a 
slightly eccentric tire will have a 
shorter life than when perfectly round. 
This is corrected by buffing away a 
small amount of the tread at the right 
spots. By using the new machine, only 
one mounting of the wheel is required 
for re-truing and balancing. Bear 
Manufacturing Co. 


Circle No. 10 on Reply Coupon 
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Trickle Charger 


A new line of 6 or 12-volt trickle 
chargers is designed to automatically 
control the charging rate for either 
voltage. The units are available as a 
charger or as a charger built into a 


battery display rack. The charging 
rates of 90-100 milliamps for 6-volt 
batteries, or 50-55 milliamps for 12- 
volt batteries, will maintain fully 
charged batteries while they are in 
storage. Large individual signal lights 
indicate when each battery is on 
charge. Polarized connectors make it 
impossible to connect the battery im- 
properly. Jordan Electrical Manufac- 
turing Co. 


Circle No. 11 on Reply Coupon 


Rolling Step Ladder 


An all-steel step ladder is equipped 
with casters for easy movement 
around warehouse or plant. It is safe 
to use because the casters automa- 
tically disengage as soon as a person 
steps on the ladder. Frames are %-in. 
steel tubing. Two, three, four and six 
step ladders are available. The four 
and six step models are furnished with 
hand rails. Precision Equipment Co. 


Circle No. 12 on Reply Coupon 


Fire Rescue Suit 


A new, asbestos cloth, fire rescue 
suit is effective against pit fires, spill 
fires, and other conflagrations. The 
suit weighs 28 lb. and can be donned, 
without assistance, in less than one 
minute. The garment’s outer layer is 
made of 90% asbestos cloth, plus one 
inch of fibreglass insulation covered 
with aluminum foil. There is also an 
inner lining of vinyl-treated glass 
cloth which acts as a steam barrier. 
Industrial Safety Specialties Co., Inc. 


Circle No. 13 on Reply Coupon 
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New Fork Lift Truck 


A 4,000-Ib. capacity lift truck is 
powered by a Chrysler six-cylinder en- 
gine. A Chrysler Gyrol fluid coupling 
is used in conjunction with a multiple 
disc, oil-immersed clutch and constant 
mesh transmission. A four-pinion dif- 
ferential with full floating axles com- 
pletes the motive assembly. There is 
no clutch pedal and there are no gears 
to shift. Ease of maintenance is one of 
the features of the new truck. Wheel- 
base of the unit is 48 in. with an over- 
all length of 82% in., less forks. Width 
is 39 in. Standard mast height is 83 
in. with a lifting height of 108 in 
Mobilift Corp. 


Circle No. 14 on Reply Coupon 








SPE Nney Saree 


Truck Transmission 


A new two-speed auxiliary trans- 
mission is designed for light duty and 
pick-up trucks. It is available either as 
an overdrive or as an underdrive. 
Complete installation kits are available 
for all popular truck makes. H. S. 
Watson Co. 


Circle No. 15 on Reply Coupon 
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Saa@l@)Nhe .. . interpreting the oll news 


Midwest 


By Leonard Castle 


Manpower Market Easing—Find- 
ing competent, reliable service station 
Operators continues to be one of the 
most perplexing problems confronting 
both jobbers and suppliers. Bu: there 
is hope that the situation will be eased 
within the next five to six months, bar- 
ring any new outbreaks of war. 

There are signs already that more 
manpower will be available for train- 
ing as service station attendants be- 
tween new and Jan. 1, particularly in 
industrial areas where some cutbacks 
in production are being made. The 
gradual release of men from the armed 
services following the Korean truce 
also is expected to provide attendant 
material. 

“The turnover in service station at- 
tendants has slowed down materially 
in the last few weeks even though 
there hasn’t been a great deal of im- 
provement in the quality,” one major 
company marketing executive com- 
mented. “But by January or February 

e should have a much better labor 
supply, both in numbers and quality. 
Maybe we'll be able to do some pick- 
ing and choosing of our own when it 
comes to attendants. That’s something 
we haven’t been able to do since the 
Korean trouble broke out.” 

The supply of competent dealer 
talent is likely to lag considerably 
behind attendant material for one 
principal reason—finances. By next 
summer there will be plenty of men 
who would like to become dealers, 
and are qualified for the job, but 
because of today’s high costs they’ll 
have difficulty raising enough funds 
to finance the venture. 

“Eighteen months or two years ago 
a prospective lessee dealer needed a 
minimum of $3,500 to $5,000 in cash 
to take over a 10,000-gal. station, and 
$5,000 to $8,000 for a 20,000-gal. sta- 
tion,” the marketing executive said. 
“Today, those figures have jumped to 
around $6,000 for the medium station 
and $12,000 for the large outlet. And 
most prospective dealers just don’t 
have that kind of money. 


Financial Aid—“In several instances, 
when we have found an obviously 
good man who didn’t have the money 
required. we tried to help him obtain 


financing through his local bank or 
some other financial institution. But 
this is difficult because he must have 
half the equity, plus a good credit 
rating, business background and char- 
acter. We screen him closely on all 
these factors before making any effort 
to help him arrange the financing. 

“We haven’t found too many men 
with these qualifications but believe 
the number will increase sharply within 
the next year or so.” 


Back in Business—The many friends 
of C. H. Arnold will be happy to 
learn that he’s back in the oil busi- 
ness as head of his own jobbing com- 
pany, Arnold’s Service, at Fargo, N. D. 
Earlier in the year he severed his con- 
nection with Haggart’s Service at Far- 
go, with whom he had been associated 
since 1943 as vice president and gen- 
eral manager. 

Mr. Arnold is beginning his new 
operations as a fuel oil distributor and 
will market Mid-Continent Petroleum 
Corp. products. Next spring he plans 
to enter the gasoline field by construct- 
ing a large multi-pump station on 
Highways 52 and 10, west of Fargo. 
He also expects to erect a new bulk 
plant on the same five-acre tract. It 
is located near the Fargo terminal of 
the Great Lakes Pipe Line Co. 

Mr. Arnold is a former president of 
the Northwest Petroleum Assn. He is 
a director of the National Oil Jobbers 
Council and chairman of its important 
Committee on Industry and Public 
Relations. He also is a member of the 
API’s Jobber Advisory Committee and 
the API’s General Committee, Divi- 
sion of Marketing. Last year he served 
as a member of the National Petroleum 
Council. 


Atlantic Coast 


By 
Raymond E. Bjorkback 


The Gasoline Tax Problem—tThe 
Empire State Petroleum Assn.’s estab- 
lishment of a special legislative com- 
mittee appears to be just one sign of 
growing industry preoccupation with 
the question of gasoline taxes. 

This preoccupation springs from 
both hope and apprehension. 

The hope is that Congress finally 
will wipe out the 21-year-old “tem- 
porary” 2¢ federal tax. 

A good deal of the apprehension 
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rises from the liklihood that, if Con- 
gress does this, states all over the lot 
will tack the 2¢ onto their present 
levies, or try to. 

The other misgivings are based on 
possibilities or probabilities that, re- 
gardless of what happens to the fed- 
eral tax issue, tax increase proposals 
will be made in this, that and the other 
state. 

For example, the prospect in New 
York State is that the Dewey Admin- 
istration will push for a 2¢ increase 
to help finance a 10-year, $2,800,000,- 
000 road-building program — maybe 
before the year’s out, through a spe- 
cial session of the legislature. 

Now or Never?—Not for some time 
have top industry officials been so con- 
cerned over gasoline taxes as they are 
today. 

In New York, you hear the convic- 
tion expressed that if Congress is to 
withdraw the federal government 
from the gasoline tax field, “this is the 
year.” 

Reports have it that West Coast ex- 
ecutives believe increased gasoline 
taxes there are having a depressing 
effect on gasoline sales. 

And, generally, there’s an awareness 
that better roads promotion can get 
out of hand to the point where it will 
result in many unrealistic, unjustified 
projects. 

Those observers who believe that 
“this is the year” the federal tax might 
be killed feel that it may be a long 
time before the political climate in 
Washington is again as favorable for 
such a tax move. 

The Hoover Administration, they 
point out, had no chance to carry out 
the promise that the federal tax, orig- 
inally 1¢, would go out with the 
emergency that spawned it. Subse- 
quent administrations paid the promise 
only lip service; now the Eisenhower 
Administration has some opportunity 
to make good on the promise, they 
suggest. 

The Other Side—Meanwhile, road 
builders are working hard for reten- 
tion of the tax, and for dedication of 
the revenue to federal aid for roads, 
in the hope of encouraging heavy fed- 
eral aid outlays. Most states must 
match federal aid in taking advantage 
of it, and many probably would need 
more revenue. 

The tendency in the states already 
is to work for increased revenue in the 
gasoline tax field as an easy one. This 
tendency today is seen growing—not 
likely to be anything but slowed down 
even if the federal tax is killed and 


5) 





REGIONS 


the 2¢ added by the states to their 
present levies. 

When it only looked like the federal 
government was going to get out of 
the gasoline tax field, during the last 
session of Congress, moves were made 
in eight states to set up automatic in- 
creases in their levies in the event the 
U. S. levy went out. 

Only two of the proposals resulted 
in legislation, and they didn’t go 
whole hog. 

But this sort of thing, ignoring re- 
cent states hikes and setting the stage 
for unjustifiable projects, promises to 
be the industry’s No. 1 legislative 
problem at the state level in the 
months immediately ahead. That’s the 
considered opinion of some sharp ob- 
servers, anyway. 


Pacific Coast 


By Frank Breese 


OWI Views Its Goals—The Oil 
Workers International Union (CIO) 
has problems, too. 


The OWIU, which claims to repre- 
sent 125,000 oil industry workers— 
mostly in manufacturing—examined 
a number of those problems at its re- 
cent convention in Denver. 


“How much of a raise are they go- 
ing after this time?” is a question 
many oil companies have asked. In 
1952, OWIU went after 25¢-an-hour 
and settled for 15¢. This year, OWIU 
made no issue of wage raises but took 
the 4% (amounting to 8% to 9¢ per 
hour average) most companies offered 
before any demands were made. 

But the question of more pay didn’t 
come up during the convention. 

Instead, delegates and speakers ex- 
pressed their concern about these 
things: 

Anti-unionism — Over and over, 
delegates were told that opposition to 
trade unionism is on the rise in the 
U. S. and that the rank and file would 
have to work to preserve gains made 
since the 30's. 


Unemployment—Layoffs have start- 
ed on a small scale, and more are 
expected. Delegates were told that the 
farmers are heading toward a depres- 
sion and that inevitably oil workers 
will be affected by it. 


5? 


Shorter Work-Week—One of the 
most significant resolutions adopted 
asks that a real attempt be made to 
have a 36-hour work-week standby 
clause written into new contracts. This 
would be a buffer against unemploy- 
ment. When layoffs reach a certain 
level, the shortened work-week would 
go into effect with no loss in pay. 
What’s worrying some workers is that 
companies will consent to 36 hours 
but will ask a corresponding 10% 
wage cut. 

Apathy — Indifference of many 
members poses a vexing problem for 
OWIU headquarters and active union 
leaders. To overcome this, the OWIU 
will spend more money on organizing, 
union-building and training programs. 


Overtime—Objections to overtime 
are that it keeps down the size of the 
work force and that it can put a strain 
on workers if practiced regularly, ac- 
cording to OWIU officials. A report 
said that overtime is being abused at 
some plants. 


Outside Contracting—aA report said 
there are increasing cases of work pre- 
viously done by company employes 
being turned over to outside firms. 
This has cut out jobs filled by union 
members. OWIU’s objection is against 
payment of lower rates by contracting 
companies. 


Eisenhower Administration—OWIU 
leaders were vehement in their de- 
nunciation of the Eisenhower Admin- 
istration, and they were joined by 
guest speakers from sister unions. At- 
tacks centered around charges that the 
Administration is giving away the 
country’s natural resources to private 
interests. OWIU said that members 
are “deeply concerned over this trend.” 


The Administration, which is help- 
ing the rich and the powerful, “has 
turned away from us,” declared Franz 
Daniel, CIO regional director and 
guest speaker. 


Union leaders made it clear that 
they expect nothing from the Admin- 
istration and that they intend to try to 
mobilize organized labor against it for 
the next elections. They hope to estab- 
lish a labor-farmer bloc to support the 
movement. 


The New Executive—Another prob- 
fem is the change in the type of oil 
company executive, according to O. A. 
(Jack) Knight, OWIU president. Re- 
calling Frank Phillips and Harry Sin- 
clair, Mr. Knight declared they were 
tough to deal with because they were 
rugged individualists. “But they knew 
and understood workers because they 


had risen from the bottom,” said Mr. 
Knight. “They controlled their com- 
panies and made the decisions.” 

“But now there’s a different breed 
to deal with,” said Mr. Knight. “In 
place of Harry Sinclair is a lawyer 
who has been trained in corporation 
law, selected by the officers and an- 
swers to the board of directors. He 
doesn’t know the problems of the 
working men. He is surrounded by 
others like him who keep him in line 
—men from corporations, banks and 
colleges.” 


Family Troubles—The OWIU also 
has its problems trying to dismiss em- 
ployes the administration considers in- 
competent. 

Much convention time was devoted 
to the cases of two international rep- 
resentatives fired the first of the year. 
The men had appealed the decision, 
asked for hearings and petitioned for 
reinstatement. Under such circum- 
stances, the convention can act as a 
tribunal. Delegates ended up by re- 
ferring one case to arbitration and the 
other to the executive council for 
further deliberation. 

There was considerable pressure on 
Mr. Knight because his action was, in 
effect, being challenged. Postponement 
of a conclusive verdict was interpreted 
by Knight backers as a moral victory 
for the OWIU boss. 


Consolidating—South of Los An- 
geles, Union Oil has bulk plants at 
Redlands, Riverside and San Bernar- 
dino—all important marketing areas. 
Last week the company announced 
that it would construct a new bulk 
plant at Highgrove and consolidate 
the activities of the three existing 
plants. 

Explaining the move, Union said, 
“From the centrally located Highgrove 
station, it will be possible to provide 
the entire area with a more expeditious 
local truck delivery service at a saving 
of thousands of dollars a year.” 


Supply Network—Standard of Cali- 
fornia reported that it has sunk $48,- 
000,000 into an oil supply system 
developed to serve the Intermountain 
and Inland Empire areas. Latest link 
is the 15,000 b/d, 8-inch petroleum 
products line from Pasco, Wash., to 
Spokane, Wash., completed recently 
at a cost of $4,000,000. 

Other expenditures listed by Stand- 
ard: $21,000,000 for pipe line facili- 
ties from Salt Lake City to Boise to 
Pasco; a $16,000,000 refinery at Salt 
Lake and a $7,000,000 crude oil pipe 
line supplying the refinery from the 
Rangely field in Colorado. 
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@ TYPE 381 EMER- 
GENCY VALVE — 
Flanged valve de- 
signed for over- 
head contrei. 
Flanged outer 
elbow, tie or 
manifold attach- 
able when connect- 
ing to compartment 
outlet. Meets with 
Not!. Truck and 
Trailer Tank 
Standards. 


@ TYPE 380 EMER- 
GENCY VALVE — 
Flanged voaive for 
vse on truck tanks 
with underneath 
control operation. 
Even volve seating 
prevents leakage. 
Complies with 
Natl. Truck ond 
Trailer Tank 
Standards. 


@ TYPE 504 EMER- 
GENCY VALVE — 
Elbow type with 
external operating 
means for vunder- 
neath operation. 
Female threaded 
inlet permits con- 
nection to a female 
threaded tank pod. 


@ TYPE 450 EMERGENCY VALVE — Built for fast 
servicing. Locking cap allows quick removal of 
internal ports without entering tank. Hos self-seoling 
stuffing box nut and self-aligning plunger assembly. 


@ TYPE SOS RS EMERGENCY VALVE — 
Designed for use on circroft refveler tonks. 
Roised seat provides space at tank bottom 
for water collection which con be removed 
through a drain valve. 


PROVEN FOR LOUALITE SINCE 
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TYPE 514 
ILLUSTRATED 


@ EMERGENCY VALVE OPERATORS — Pro- 
vide selective remote control of a series of 
emergency valves. Mechanical closing of 
valves is provided os each operation has 
hond releose, front end release, lever ond 
automatic fusible release in case of fire. 


Loo 2 








EDITORIALLY SPEAKING 


This may still be the lone voice in the wilderness 
warning the oil industry against promoting the 
location of commercial enterprises of any kind on 
the modern high speed turnpikes. But now that 
fall and winter meetings of marketers are here, 
NPN urges them to put this subject on their pro- 
grams for full discussion and then to give instruc- 
tions to a special committee or their officers for a 
continuing study of what is a most serious threat 
to free oil marketing enterprise. 

High speed limited access highways, whether 
toll or free, are a constant invitation to the estab- 
lishment thereon of government monopolies. These 
might not only be in car and truck servicing, but 
in restaurant service, toilets or anything else that 
stops motorists in quest of services, without get- 
ting them off government owned and controlled 
highway property. 

The greater their use, the greater the demand 
for increases in those facilities by their users, as 
is indicated by a recent editorial in the Cleveland 
Plain Dealer. The writer of the editorial, just 
returned from a trip east via the Pennsylvania 
turnpike, bewails the large crowds at all service 
points that greatly delayed him and his family. He 
was most insistent that the state authorities “kindly 
plan years into the future on all service facilities, 
both for pikes now building and for any others. 
. « « New service facilities are badly needed, as 
well as expansion of existing ones.” 


Off-Highway Service Solves Problem 


At the same time, the writer innocently sug- 
gested the solution that conforms to American 
principles of business by admitting that when 
stalled by the large crowds at service points on 
the highways, “we wheeled off the pike, paid our 
toll, drove peacefully into a station and were 
serviced.” In his case, private enterprise, which 
these government operated roads flout, had prop- 
erly and accurately located its facilities where the 
tourist needed them and entirely on its own 
property. 

While small oil companies cannot afford to pay 
the price for locations on these fancy roads and 
more and more majors seem to be finally realizing 
that they cannot either, the fact remains that some 


Turnpike Servicing Areas Spell Trouble 


majors keep raising their bids for the right for a 
monopoly location. And, in the process, give away 
sO much margin that the net price to them really 
amounts to a frank admission that they can dis- 
tribute gasoline without paying a dealer a penny, 
and perhaps without paying a jobber anything, or 
even carrying the expense of their own bulk 
plants and terminals. At least that is the way 
these cut-price turnpike deals can easily be in- 
terpreted by government officials who are con- 
stantly be-deviling the industry for lower prices 
for themselves or the general consumer. 


Government Control Means Future Woes 


Any oil company, or private restaurant chain 
etc., that seeks to profit through a monopolistic 
outlet under government control, is plainly build- 
ing for itself and the industry a lot of trouble 
and is helping to show the American people how 
efficiently (7) government can control prices to the 
public’s advantage (7). 

The answer is a firm resolution by all against 
allowing any business facilities on these highways, 
and a strong insistence that such facilities be 
located well off the highway so that private enter- 
prise can freely and fully compete in previding 
services. These highways can easily adjust their 
tolls so no one will be penalized for exercising his 
right to patronize American free enterprise on 
private property. 


Free Enterprise Will Supply Good Service 


A reader protested some time ago about the poor 
quality of service at off-highway stations. That is 
undoubtedly true in too many places. But let free 
enterprise have full access to the business and the 
competition to get the most of the trade should 
take care of thet. 

The oil industry is building up a Frankenstein 
by putting its outlets on government property. 
Once the government has stuck its neck out and 
spent its money to build them, it is going to be 
next to impossible to get government officials, who 
think they profit politically from them, to admit 
they were wrong and tear them down. 
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Want MORE 
of these on 
your driveway? 


More cars on your driveway mean more cash . A 
in your till. And we'd like to show you why youre The franchise with 
bound to attract more traffic to your station when a future for you! 
you do business under the sign of Skelly Service! ene ee cs 


Just a few good reasons why? Skelly backs 
you up with the kind of advertising and sales promo- 
tion that get business! With the day-after-day power 
of network radio! With big-space newspaper adver- 
tising! With colorful station displays that pull more 
customers straight to you! 


Want to know more? Mail coupon now! 


SKELLY OIL COMPANY 
Marketing Headquarters: Kansas City, Missouri 
Division Offices: Kansas City * Chicago » St. Paul > Omahe 
Cedar Rapids + Tulsa * Wichita + Denver + Dallas 


SKELLY O1L COMPANY 
Marketing Headquarters: Kansas City, Me. 


YES! Without obligation, PROVE to me 
that | can make more money with Skelly! 


My name. 
Address 
City. 


eee ee eee er er errr errs 
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Mosher Jr. Market Editor, NPN and Platts OILGRAM Price Service, SO West SOuh St.- New York, (20). PLaza 7-0044 
OIL MARKETS Gther OILGRAM News Bureaus: Cleveland (13), 1213 West 3rd St. CHerry 1-7672; Chicago (11), 520 N. Michigan Ave., 


i ey ot on Washington (4), 1188 National Press Building, Republic 7-6630; Houston (2), 810 First National 


Penna. Lube Prices Dip; Residuals Firm 


By Marvin Reid, NPN Staff Writer 


Stronger residual fuel prices in some areas, 
por, lower lubricating oil quotations in West- 

enna., and a still “shaky” distillate picture 
featured reports from wholesale marketing areas 
east of the Rockies the past week. Gasoline, for 
most part, continued to weaken. 


Residual fuel prices in the Midwest and Mid-Continent 
were up 5¢ to $1.20, Group 3 basis, but despite higher 
prices buyers continued to search for material. Tightness 
of market led some refiners in these two areas to predict 
that prices will continue to rise and supplies remain scarce 
throughout fall and winter months. 

And at the Gulf, residual was continuing to firm, al- 
though low of quotations was unchanged at $1.85. In the 
East, some sources said “discounting” on heavy fuel prices 
had “stopped.” 

In Western Penna., one refiner early in week said he 
had decided to “get in line with what we consider to be 
the market,” and whacked his quotations 4¢ for bright stock 
and 2¢ for neutrals. 

New prices quoted by this refiner were 19¢ for 25 pour 
bright, and 23¢ and 20¢ for 25 pour 200 vis. and 150 vis. 
neutrals, respectively. 

These low quotations were soon met by other refiners, 
and some also lowered their prices 1¢ to 2¢ for cylinder 
stocks. Still, despite lower quotations, refiners said there 
were “pathetically few inquiries” for lubricating oils and 
several described market as “dead as ever.” 

A few eastern suppliers reported a slight increase in 
inquiry for distillate fuels, but most sources said trading 
generally continued at slow pace experienced throughout 
September. 

Withdrawal of summer-fill discounts distillates by major 
suppliers prompted increases in quotations by others at 
New York Harbor who had been quoting net prices equiv- 
alent of discounted prices. 

But some “discounting” of quoted barge prices for No. 
2 fuel was still indicated in Boston district and also at New 
York Harbor, and several sources said they believed it is 
“entirely possible” for summer fill discounts to return un- 
less there is a “break in the weather.” 

There wasn’t much change in the distillate picture in 
other areas. Gulf Coast refiners said No. 2 fuel was show- 
ing some strength, but kerosine remained weak, and only 
slight improvement was reported in Midwestern demand. 

Gasoline, generally, continued weak with refiners striv- 
ing to get their inventories down. Retail gasoline price wars 
were numerous in the East (see below). 

At the same time, three city governments opening bids 
that had been submitted to them to cover their regular- 
grade gasoline requirements, found in each case that low 
bids were higher than bids submitted for their last pre- 
vious requirements. 

New York City’s Department of Purchase found Socony- 
Vacuum, for the third consecutive year, was apparent low 
bidder for city’s estimated requirements of 18,062,100 
gals. of gasoline for delivery during 12 months’ period 
beginning Nov. 1, 1953. 

Socony’s prices for regular-grade, tank wagon delivery, 
were 1.03¢ to 1.64¢ gal. higher than company quoted to 
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city last year, with total dollar bid of $2,560,531.57. Only 
four other suppliers bid for New York’s business—Cities 
Service, Gulf Oil, Monarch Oil and Tide Water Associated. 
At Chicago, the city’s park district received apparent 
low bid from Bulk Petroleum Corp. for its estimated 
requirements of 400,000 gals. of regular-grade gasoline 
between now and March 31, 1954. Bulk Petroleum’s price 
of 18.58¢, less 1% for prompt payment, as compared to 
previous contract with Wells Petroleum at 17.675¢ less 1%. 
Peerless Distributing Co. was low bidder with firm de- 
livered tank wagon price of 13.18¢ for Detroit Street Rail- 
ways’ requirement of 10,000,000 gals. of regular-grade 
gasoline from November through April. Price is subject 
to 1% discount, 10 days, whereas previous contract with 
Standard of Indiana was at 12.35¢, delivered, less 1%. 


Liquefied petroleum gas prices continued steady during 
week (see P. 59) and natural gasoline was still quoted at 
6.375¢, FOB Group 3, and 5.875¢, FOB Breckenridge. 

Here is way retail price conditions looked in various 
areas at end of week, with prices shown exclusive of taxes 
which are indicated in parentheses: 


Denver, Colo. (8¢)—Postings still “shaky” but back to 
“normal” at 18.9¢ and 19.4¢ for private brands, 21¢ for 
major brands of regular grade. Market described as “very 
soft and unsettled.” 


Newark, N.J. (5¢)—Price war in Linden-Perth Amboy 
area reportedly spread to Bayonne, with between 15 and 
18 major brand stations cutting their prices for regular 
grade 5¢ gal., from 21.9¢ to 16.9¢. 


Wilkes-Barre, Pa. (7¢)—Retail market described as “ut- 
terly confused.” Prices, both tank wagon and retail, have 
been up and down in battle for gallonge for several weeks 
standing. Reduction was made by Atlantic Refining in its 
tank wagon price from 15¢ to 6.7¢ gal., effective Oct. 7, 
after dealers refused to order brands posted at 15¢ tank 
wagon by Atlantic and all but two other major suppliers. 
Gulf Oil met Atlantic’s reduction to 6.7¢ tank wagon, and 
other major suppliers also reportedly met the reduction. 
Dealers in Wilkes-Barre area reported retail postings 
mostly at 10.7¢, with few at 9.7¢ and some at 10.9¢. 

Atlantic said its reduction to 6.7¢ was made on “the 
basis of (its) announced price policy to dealers, which is 
(a) to sell gasoline to dealers at prices competitive with 
other major suppliers, (b) to make sure the prices are the 
same to all Atlantic dealers i in an area. No spot prices, no 
favorites.” 

Prices at other points in Eastern Pennsylvania were 
below normal, also, in amounts ranging from 4.3¢ at 
Reading to 10¢ at Wilkes-Barre. 

Oklahoma City (8.5¢)—Full-scale war broke out late in 
week as result of “too much price differential” between 
private and major brand station postings. Some major 
brand stations, after cuts, were selling regular-grade as 
low as 15.4¢, whereas “normal” prices for major outlets 
before war were 19.5¢+o 20.5¢. Private brand stations had 
not changed their postings of 14¢ to 15.4¢ for regular at 
end of week. Continental Oil Co. made reductions in its 
tank wagon prices of 3.4¢ for regular, to 11.4¢, and 3.2¢ 
for premium, to 13.9¢. 

Hartford, Conn. (6¢)—One private. brand station re- 
duced its price for regular 1¢ to 14.9¢, resulting in new 
flare up in Hartford’s retail gasoline price war which has 
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been going on for almost three years. From six to 12 
major brand stations cut their prices to 15.9¢. Majority 
of other private brands were posting 15.9¢, and major 
brands 17.9¢. “Normal” price for major brands is 19.9¢. 

Toledo, Ohio (7¢)—Retail prices down 2.2¢ to 2.6¢ 
gal., with company-operated stations of Standard Oil (Ohio) 
selling regular grade at 18.9¢. Retail prices at dealer out- 
lets ranged from 18.9¢ up to 21.5¢. Prices for private 
brands ranged from 16.9¢ to 19.5¢, with majority around 
16.9¢ and 17.9¢. Increase in private brand outlets—they 
now number between 35 and 40—was given as reason 
for war. 


Gulf Coast 


Heavy Fuel Firms; Trading Quiet 


Except for firming in heavy fuel, and especially low 
sulfur grades, little change was indicated in the Gulf Coast 
market in the week ended Oct. 10. There were conflicting 
reports concerning the status of distillates, but most of 
them pointed to firming in No. 2 fuel. 

Gasoline and kerosine continued weak. Contract com- 
mitments for most part were being lifted on schedules, 
most refiners said, but open market demand remained 
light. 

Bunker oil was reportedly “unobtainable” in cargo lots 
in the New Orleans district. A cargo was said to have been 
closed in the Houston district on Oct. 7 “at the low” ($1.85), 
and later in the week there were reports that buyers were 
bidding “premiums” of 5 to 10¢ bbl. (above the low) for 
material with low sulfur content. Supplies were described 
as “in very strong hands.” 

A refiner reported selling a 60,000-bbl. tow and a T2 
cargo of No. 2 fuel, both at 8.25¢ gal., for lifting this 
month. At the same time, some reports said No. 2 fuel was 
available at lower prices to upriver buyers who would be 
willing to take kerosine at 9¢. These reports lacked con- 
firmation, however, and two buyers who were in the 
market for No. 2 only, said they had been unable to 
“shade” 8.25¢. 

Gasoline was easy with the lower octane grades avail- 
able at “discounts” under low quoted prices. But buyers 
showed no interest in making nearby commitments. 


Atlantic Coast 


N. Y. Harbor Distillate Prices Rise 


Withdrawal of summer-fill discounts on distillate fuels by 
major suppliers prompted increases in quotations by other 
suppliers who had been quoting net prices the equivalent 
of discounted prices, with result that New York harbor 
quotations for kerosine and No. 2 fuel were higher the 
past week. 

Prices generally were unchanged at other points along 
the eastern seaboard, and while a slight increase in inquiry 
for distillates was noted by suppliers in north Atlantic 
states, trading generally continued at the slow pace expe- 
rienced throughout September. Three days of cold weather 
started the flow of light fuels from secondary storage, but 
primary suppliers believed at least two weeks of cold 
weather would be needed before they could expect any 
material increase in shipments. 

New York harbor quotations for barge lots of kerosine 
ranged from 10.65 to 10.75¢, and for No. 2 fuel from 9.65 
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to 9.75¢, both up 0.5¢ on the lows. Some “discounting” of 
the low New York quotations was indicated, and also in 
the Boston district, but sales or offerings said to have been 
made at lower flat prices lacked confirmation. 

At the same time, several suppliers and other sources felt 
that return of “summer” discounts is entirely possible with- 
out a break in the weather. 

Kerosine was described by some sources as “extremely 
weak,” and, in the New Orleans district, one refiner said 
that while ordinarily he had been able to get a “premium” 
above his cargo price (currently 9¢) for barge lots, this 
was about the best price he could get for barge lots the 
past week. 

Gasoline was a forgotten product as far as the open 
market was concerned and reports of price shading were 
on the increase. 

Heavy fuels were in good shape. Several suppliers said 
they were entering Fall season with inventories lower than 
a year ago and demand, especially from utilities, was 
higher. Discounting of heavy fuel prices at New York 
harbor was said by some sources to have “stopped.” 


Chicago District 


No. 2 Fuel Prices Up 0.125¢ 


Prices for No. 2 fuel ranged 0.125¢ higher in Chicago 
District last week when a terminal operator reported 
similar increase in his quotation, and residual fuels were 
especially strong following general advances by Mid- 
Continent refiners. Open market traders found residuals 
closely held. 


Gasoline was steady even though retail demand declined. 
Refiners said “lake front” regular-grade gasoline was very 
firm at 12.875¢ with suppliers pushing to fill terminals 
before close of navigation season. Quotations for regular 
ranged from 12.85 to 13.625¢, FOB Chicago District. 

Suppliers’ quotations for No. 2 fuel ranged from 9.625 
to 10.5¢, up 0.125¢ on the range low. Trading in distillates 
mostly was quiet, but an inquiry for 100,000 gals. of range 
oil revealed one seller willing to fill the order at 10.25¢, 
another at 10.4¢ less 1% for prompt payment. Range oil 
quotations reported by refiners and terminal operators 
ranged from 10.5 to 11.5¢. 


Midwestern (Chicago-E. St. Lovis Area) 


Strong Market Pushes No. 6 Fuel Up 5¢ 


Prices for No. 6 fuel were up S¢ in the Midwest the first 
in October and reports from from refiners and open market 
traders pointed to lasting strength. 

Refiners said light fuels were in fair demand against 
contracts but open market interest definitely was lacking. 
Gasoline was quiet and buyers still failed to take advantage 
of open market offerings at prices as much as “0.25¢ off” 
delivered quotations at many Great Lakes Pipe Line 
terminals. 

Prices for No. 6 fuel ranged from $1.20 to $1.30, up S¢ 
on the range low and virtually all trade sources said these 
prices were firm. In the increased activity in No. 6 fuel a 
number of refiners withdrew from open market and one 
buyer said he had solicited six refiners for “a few” cars of 
No. 6 without success. General quotations of tank car 
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Oil MARKETS 





Summary of Daily Gasoline Prices (Oct. 6 through Oct. 12) 





Motor Gasoline 93 Oct. (Premium): 
N. Tex. (Texas & New Mex. shpt.) 
W. Tex. (Texas & New Mex. shpt.) 
E. Tex. (Truck Tnsp.) 


ex. shpt.) 
exas & New Mex. shpt.) 
BE Ss Pp eee 


Motor Caroline 88 Oct. (Premium): 
N. Tex. (Texas & New Mex. shpt.)......... 
W. Tex. (Texas & New Mex. shpt.) 
E. Tex. (Truck Tnsp.) 

Motor Gasoline 84 Oct. (Regu 
Okla., Group 8 (Okla. shpt.) 

Okla., Group 8 (Northern sh 
idwestern (Grou 

N. Tex. (Texas & New Mex. shpt.) 

W. Tex. (Texas & New Mex. shpt.) 

E. Tex. (Truck Tnsp.) 


Motor Gasoline 60 Oct. M & 
Okla., Group 8 (Okla. shpt.)............... 
Okla., Group 8 (Northern shpt.) 
Midwestern (Group 8 basis) 


W. Tex. 
E. Tex. (Truck Tnep. 
Cent. W. Tex. (Truck Tnsp.).............. 
Motor Gasoline 92 Oct. (Premium): 
New York harbor 
New York harbor, 
Philadelphia 
Baltimore 
Balti 





Motor Gasoline: 
Western Penna., Bradford-Warren: 
Oct. (Prem.) 


Monday 
Oct. 12 
138 .75-14.25 
18.6 
1865 
(2)12 6-18. 126 
(6)12 375-18 125 
(4)12 8375-18. 126 
18-18 75(2) 
13-13 75 
13-13 .75 
13 
12.75 
18 
13 


(2)11 5-11 625 
(7)11 876-11 625 
(6)11 375-11 625 
11.75-12 7 
11 76-12 26 
11 .76-12 .26 


(2)11 .75-12.26 
11 75-12 
11.75 
10 625-11 . 125 


15 .15(2 
14.15 


15.16(2 
14.168 


15.5 
14.25 


Oct. 9 
18 .76-14.25 
13.5 


(2)12 5-18 125 


- 16-12 25 
75-12 25 

1 75-12 
-15 

10 625-11 125 


@)18 4-14.8 
18.4 


15 .15(2) 
14 .15(2) 


15 .16(2 
14.1563 


15.5 
14.25 


Thursday 
Oct. 8 
18 .75-14.25 
13.5 
18.5 


y12 .5-18 125 
)12 .875-18 {25 
)12 .875-18 126 
18-18 75(2) 
18-18 75 
18-13 .75 

18 


12.75 
18 


11 .6-11 625 

)11 875-11 625 
6)11 875-11 625 

11 .75-12 7 

11 .75-12 26 

11.75-12 26 


(2)11 . 75-12 .25 
11 76-12 


10 625-11 125 


10 625-10 875(2) 
10 625-10 


. 875 
1075-11 .8 
1125-11 6 

Os-s5 tes 


15.4-15.7 
15 .8-15.6 
16(2) 
14.4-16.6 
14.4 
14.15-14.6 
18-14.1 

(2)14 5-14.6 

(2)18 .4-14.8 
18.4 


15 .15(2 
14.1672 


15 .16(2 
14.1568 


15.5 
14.25 


Wednesday 
Oct. 7 


18 .75-14.25 
13.5 
18.6 


)12 6-18. 125 

)12 875-18 125 
4)12 375-18 125 
18-18 .75(2) 


18-18 .75 
18 


12.75 
13 
18 
(2)11 5-11 625 
y11 876-11 625 
6)11 
11.7 
11 
11.76-12 .25 
(2)11 76-12 .25 
11.75-12 
11.76 
10 
0.875 
10 76-11.8 


11 25-11.5 
oe 125 


15 .4-15.7 
15 8-15.6 
16(2) 
14.4-16.6 
14.4 
14.16-14.6 
13-14.1 

(2)14 .5-14.6 

4.4 

(2)18 .4-14.8 

18.4 


15 .15(2 
14.16@ 


15 .15(2 
14.168 


16.5 
14.25 


625-11 125 
10 625-10 875(2) 
10 625-1 


Oct. 6 
18 .756-14.25 
13.5 


12 .5-18 125 
12 .876-18 125 


il 


@)11 
117 


11.75 


10 625-11 125 
10 625-10 8765(2) 
10 625-10.876 


15 4-15.7 
15 3-16.6 


16(2) 
14 4-16.6 
14.4 


14 16-14.6 
13-14 1 


(2)14 5-14.6 
@is 414.8 
13.4 


15 .15(2) 
14.15(2) 


15 .16(2) 
14.15(8) 


15 5 
14.25 





marketers also ranged upward from $1.20 and a few in- 
dicated amount of material they had to offer was relatively 
small. 

Although interest in light fuels for the most part was on 
the dull side, a marketer reported closing a contract with 
a jobber for 10,000,000 gals. total of Nos. 1 and 2 fuels 
with the material to be picked up at a Great Lakes Pipe 
Line terminal at “Group 3 low, plus pipe line tariff, plus 
0.25¢.” Transaction did not involve the GLPL terminal 
at Chicago. 


Central Michigan 


Residual Fuels Show Improvement 


Residual fuels picked up slightly in Central Michigan 
last week with suppliers attributing the improvement to 
the strong Mid-Continent and Chicago markets. 

Opposite trends in light fuel and gasoline demand were 
more apparent as cool weather brought a rise in heating oil 
shipments and a dip in retail gasoline sales. High-octane 
gasoline remained tight, however, with little likelihood that 
this condition will change within next few weeks, refiners 
said. 

In addition to strength of residual fuels in other refining 
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district, several local refiners say their own inventory posi- 
tions point to a tight market by midwinter. One said his 
current No. 6 inventory was less than 50% of that on 
hand last October. Another declared lake shipments would 
keep his plant “dry” well into November. 

Trading in gasoline was limited to inter-refinery trans- 
actions, with some plants shutting down for clean-out. 
Because of shut downs and upcoming big demand for deer 
season, some refiners say high-octane gasoline will be in 
snug supply at local plants well into December. 


Mid-Continent 


Heavy Fuel Prices Hiked 


Residual fuel prices ranged higher in three Mid-Continem 
areas (Oklahoma, Arkansas and Kansas) the past week as 
reports from refiners and other trade sources continued to 
indicate strong heavy fuel market but weak gasoline, lubri- 
cating oil and distillate trading. Refiners’ quotations for 
products other than residual, however, generally were un- 
changed. 

Two Kansas refiners reported higher quotations for 
residual fuel. One increased his No. 5 price 35¢ bbl., to 
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NPN Gasoline Index 


cents per gal. 
Dealer T. W. Tank Car 
Oct. 12 . se goes eet Ee 12.70 
Month Ago ‘ed ge Sauer goes 16.45 12.70 
Year Ago ...... onthe 15.30 11.65 

Dealer index is an average of dealer tank wagon prices 
ex tax in 50 cities. 

Tank car index is weighed average of following whole- 
sale markets for regular-grade gasoline, FOB refineries or 
terminals: Okla.; Midwest; W. Penna.; Calif.; N. Y. Har- 
bor; Philadelphia; Jacksonville; Boston and Gulf Coast. 











$2.00, while another hiked his No. 6 quotation from $1.15 
to $1.25. Low of price range for No. 5 in Kansas, however, 
was unchanged at $1.625, while No. 6 prices ranged up- 
ward from $1.225. 


In Oklahoma, several refiners boosted their No. 6 quota- 
tions in amounts ranging from 5¢ to 15¢ bbl. Range low for 
both Oklahoma shipment and for shipment outside of state 
was $1.20. One refiner said he was getting “numerous 
calls” for No. 6 at the new low, but wasn’t selling “because 
{ think the price will be much higher 30 to 60 days from 
now.” 


Prices also increased 5¢ bbl. in Arkansas, with No. 4 
quoted at $1.95; No. 5 at $1.75; and No. 6 at $1.60. 


But while prices were strengthening for heavy fuels, 
other products generally remained in plentiful supply and 
light demand, with refiners reportedly willing to “discount” 
their quoted prices to some buyers. 

Lubricating oil and distillate prices, especially, were said 
to be “shaky.” One refiner said solvent bright stock prices 
were being “shaded,” and added that demand for all Mid- 
Continent lubes was slow. Resale agents said they were 
having no trouble buying Nos. 1, 2 and 3 oils “under the 
market.” 


Gasoline prices also were being shaded at some northern 


pipe line terminals, and both northern and local demand 
generally continued to fall off. 


Western Penna. 


Lube Prices Cut 1-4¢, Market ‘Dead’ 


Prices for bright stock, neutral oil and cylinder stocks 
ranged lower during the past week when several Western 
Penna. refiners reported sharp cuts in their quotations. 
Demand for base lube stocks generally was described as 
“dead,” with “pathetically few inquiries” in market. 





Crude Oil Prices 


No changes reported in crude oil prices in week 
ended Oct. 10. For complete price schedules, see 
Sept 30, NPN, P. 105-106. 
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Bright stock, 25 p.t., was quoted at 19 to 23¢, neutral 
oil, 200 vis. 25 p.t. 23 to 25¢, 150 vis. 25 p.t. 20 to 22¢. 

Cylinder stocks were quoted at 15 to 18¢ for 600 steam 
refined, 17 to 19¢ for 650 s.r., 20 to 21¢ for 600 flash, and 
24 to 26¢ for 630 flash. Report that 630 flash was being 
offered as low as 18¢ lacked confirmation, and there were 
no reports of open market sales. 


“When there’s no demand it doesn’t seem to make any 
difference what your price is,” one refiner commented. 


Domestic demand for petrolatums generally was reported 
strong, with export call “not too good.” Wax movement 
was termed steady. 


Cold snap brought stepped up demand for distillate fuel, 
some refiners said. Gasoline for the most part continued 
“moving well.” 


LP-Gas Prices Steady 


Open market demand for liquefied petroleum gases 
generally continued light the past week with both contract 
and spot buyers well stocked. Weather thus far has been 
too mild to cut down stocks in hands of secondary sup- 
pliers, according to most reports. 

At the same time, prices for the most part were steady 
with resellers in some instances saying manufacturers were 
not pressing for sales. 

Group 3 contract prices of principal manufacturers were 
unchanged at 4¢ for propane, 4 to 4.5¢ for butane-propane 
mix, and 4 to 5¢ for butane. However, odd lots of propane 
reportedly were available at under 4¢, and some sellers 
said product was especially easy in the Gulf Coast area. 


Lube Price Change Drops Index 0.2% 


Decrease in price index for lubricating oils of 4.4% 
dropped the Bureau of Labor Statistics’ over-all index 
0.2% for the week ended Oct. 6. Complete index, based 
on Platt’s Oilgram quotations, is shown below for the 
week ended on dates indicated (1947-49 equals 100): 


% Change 

Sept. 29 

Oct. 6 Sept. 29 Oct. 7 to Oct. 6 
1953 1952 1952 1953 


Crude and 

products ..116.3 116.5 108.5 —0.2 
Crude ......120.9 120.9 109.0 
Refined 

petroleum .115.4 115.7 108.4 —0.3 
Gasoline ....125.2 125.2 115.0 
Kerosine ....112.4 112.4 112.8 
Distillate 

fuels .. 118.1 118.1 112.1 
Residual 

fuels ...... 92.3 92.3 80.7 
Lubricating 

oils .. 81.1 84.8 97.5 
Natural 

gasoline .. 93.5 93.5 101.5 


The Bureau’s wholesale price index for other com- 
modities was down 0.5% to 110.2 for the week ended 
Oct. 6. The Bureau corrected last week’s figure to read 
110.7. 
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PRICES 


in effect October 12 at Refineries and Terminals = agen els ata 


Gasoline CALIFORNIA 


Los Angeles Dist.: 
OKLA., Group 3 (Okla. shpt.) 


2)14.1-18.1 
(2)13 1-15 .6(2) 


RRR ODO w 


: Bue 
10 685-11. 125 
OKLA., Group 3 (Northern shpt.) 


(6)12 875-13 .125 
(7)11 375-11 .625 
10 .625-10 .875(2) 


MIDWESTERN (Group 3 basis) 


(4)12 875-18 .125 
(6)11 .375-11 625 


10 .625-10 .875 11 6-11.96 
IX. (Texas & New Mex. shpt.) Kerosine, Gas & Fuel Oils 11-1148 


18.75-14.2 """ 40.75-1105 
ee 4 OKLA., Group 3 (Okla. shpt.) 10.75 


10.75 
41-43 w.w. eas a 8 .875-9 .25 


z 


v 


11.75-12 7 
(2)11.75-12 25 
10 .75-11.8 


* £ 


Ra 22222 


625-9 875 
8 625-8 875(5) 11.4 
oe) - , @)10-9- 11.1 
wihts x(2)$1.20-1.80 ee 
1 


R88 


PRRREE EF 


ty a > OKLA., Group 3 (Northern shpt.) CENTRAL pt ete 4 
; ON LA 56554 sic00s (5)8 875-9 .25 ee aa te aenmegaD Se 
ruck transport lots) os “ bald oc depaheccevess GR. @2s-8 875 : . : 


875 
(5)8 “€25-8 875(2) 
(6)8-8 .25 


SSSessr SlBSSa SRLSSE 2 


(2)7 .75-8 
x(4)$1 20-1.30 ar “7 1512) 
MIDWESTERN (Group 3 basis) - $80: Cale ter am 
\8 875-9 25 0 V<*. —-pegae of 8.0. io for very to 


i. 


Diceel “Right & Med.)....... 


N. TEX. (Texas & New Mex. shpt.) CALIFORNIA 
9. 2208) San Joaquin Valley Dist.: 


29-8. 75(2) 
(2)$1 .20-1.75 


W. TEX. (Texas & New Mex. shpt.) 


14.8-14.8 
$2.05-2.15 


ie 12.2-13.3 
Stove dist. CPs 1 00). 13.7-14.8 
15 .15(2) 


14.15(2) , Los Angeles Dist.: 


15.15(2) ~ 
er Stove dist. (PS 100) Kins 10.5-14.7 


15.5 
14.25 


-43 w. - 
Natural Gasoline 
ne —epagaaay of 8.0. Ohio for delivery to 2 fuel . 


5 (Group 3 & Beoctnasitn ces are to blenders 

14.5 Si on freight basis shown iow. Shipments may 

a in any Mid-Continent manufacturing 

CENTRAL MICHIGAN 0d 


-44 w.w. ‘ eo 
(FOB Central Michigan refineries ) & L FOB GROUP 
(2)14 5-15 25 No. 1 fuel 8 625-10 Grade 26-70. . . 6.875 (Quotations } 
15 


aus eis ies a Pedy FOB BRECKENRIDGE 
13 .25(2) No. x(3)$1 25-1 65x Grade 26-70 5.875 (Quotations) 


Prices herewith are _conontnent from Platts OJLGRAM Daily Oil distribution or publication. ary period of oom supply, some sellers 
Price Service, associated with National Petroleum News, whose rep- — at times all sellers, uotations new customers or the 
resentatives in all NPN-OILGRAM offices devote their time exclusively posting of firm ow “5 Oy sive Off a ome we the prices they otherwise 
to ting oil industry prices ae ‘ould quote to Sent | which they confine to their 
Prices shown in tables are sales prices or quotations or general offers ceauiee customers pe Me ht + 5, Aepeae in the price tables 
or posted prices by refiners, by pipeline terminal operators, and by Gasoline ratings are by Research and are pa ay 
tanker terminal operators; for current sales and shipments; for the busi- ratings, except weer, Ieeer s used to indicate that octane rating is 
aess day or period stated; except Tank Wagon prices, prices are for by ASTM For further “Getails of price conditions a apply 
bulk lots such as tank car, truck tots barge; prices applying to to any NPN—OILGRAM office or see back of any OJLGRAM 
barges or cargoes or truck transport lots — so designated; FOB re- Service invoice. 
fineries or terminals; in cents per gal., bbl. where $ sign is For complete price service delivered daily from nearest OILGRAM 
Sass Dnt vempecar bh in — sake pono ex all — Sapo ae office, New York, Cleveland and Houston, address Pilatt’s 
ior crude oil and its ; 


produced and tran rice Service, Tne., 1213 West 3rd St., Cleveland 13, Ohio. Annual 
ported as received by TLCRAM and National Petroleum News but ont Subscription rate in U. S.: $150 per year, payable in advance. 
guaranteed; for subscribers’ private use only and not for resale or 
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§®Why should you give blood? 

Ask me—I ought to know. I fought in 

Korea. But since then I’ve been through 

the biggest battle of all—the battle for life itself. 
And it was blood—and blood alone—that saved 
me. Don’t know when I'll be in a position to start 
repaying my debt by giving some blood of my 
own. But I will—some day. You can count on it!” 


AX kinds of people give blood—for all kinds of reasons. 

But every reason for giving blood is a special reason . . . just 
as every American life that can be saved at any time and at 
any place . . . is special. So whatever your reason for giving 
blood, this you can be sure of: Whether it goes to a combat 
area, a local hospital, or for Civil Defense needs—this priceless, 
painless gift will some day save an American life! 


Give Blood = © 


CALL YOUR RED CROSS TODAY! 
NATIONAL BLOOD PROGRAM 
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Business Executives! 
Check These Questions! 


If you can answer “yes” to most 
of them, you—and your com- 
es doing a needed job 
or the National Blood Program. 


Have you given your em- 
prs time off to make 
lood donations? 


Has your company given 
any recognition to donors? 


Do you have a Blood Do- 
nor Honor Roll in your 
company ? 


Have you arranged to have 
a Bloodmobile make regu- 
lar visits? 


Has your management en- 
dorsed the local Blood 
Donor Program? 


Have you informed em- 
ployees of your company’s 
plan of co-operation? 


Was this information 
given through Plant Bul- 
etin or House Magazine? 


Have you conducted a 
Donor Pledge Campaign 
in your company? 


Have you set up a list of 
volunteers so that effi- 
cient plans can be made 
for scheduling donors? 


L 
[ 
LJ 
LJ 
Ee 
LJ 
[| 
L] 
a 


Remember, as long as a single 
om of blood may mean the dif- 
erence between life and death 
for any American . . . the need 
for blood is urgent! 





PRICES in effect October 12 at Refineries and Terminals—Cont. 


KANSAS (For Kans., Dest'n. only) Lubricating Oils 


12.6 
WESTERN PENNA. 


Price asp Ser salen mode, ox or offers reliably re 


Mineral ported, to jobbers & compounders only. 
Naphtha Spirits 


‘ans 18-f8 ee” . 184) 17(5) poser ny — 
y * : 16 6(5) 
(2)14. 125-14 .625 sii 16.58) 

18.5(4) 17.6(5) 

node 17.5(8) 


(Bbis., carloads; tank car, 1 to 1 5c less.) 
7.125-7 .75 25 p.t. @ns-zsx. 
6 .75-7 .875(2) 
6 625-7 .25 


» x15-18x 
6. 125-6. 1508) p= Sars 1120-21 
x( 2 
12.25 rots x(2 24-26 








Isa basis, for domestic on! 
7 ht Stocks, vis. at 210° Egy ¢ 1007 





Mid. 
ty SCULLY SIGNAL COMPANY  combridge 41, Mass. 
Canadian Licensee: EMPIRE BRASS MFG. CO, LTD, Toronto, Ontario 








Marketer of Petroleum Products 


NEW ENGLAND PETROLEUM CORPORATION acne cs-140) 


New York Boston Neutral Oile—Solvent (95 v 











_ 15-17. ‘Ba 





16.5 


GULF COAST—Solvent Refined Lubes. 


a 
(QOPERATION Bright stock—Vis. at 210° 
Unitep was founded over 50 years | *"ss'vi. ee, eee en 
ago with the aid of jobbers. Since then 
independent jobbers and marketers, who want the best sees 
in 100% Pure Pennsylvania Lubricating Oils, have been 11 18- 
UNITED ’s chief customers. The teamwork resulting from | SUT! TEXAS LUBES 
this close relationship has brought ever increasing ben- moestic and or export shipment) eT 
efits to UNITED’‘s jobber and marketer customers every- PALE OILS: 
where. As a jobber you owe it to yourself to find out today 
how UNITED can help you. 


500 
Write for free, illustrated book, “A Story of Progress”. ir £@y17 25-17 Tete 
2000 4 (2)18-18 .75(4 





THE WORLD'S 72 --+100% PURE PENNSYLVANIA OIL 


MEMBER 7.G.C.O.A. PERMIT No. 24 


500 
UNITED REFINING COMPANY, WARREN, PA. ** ent es-i9 1 
2000 (2)18-18 .75(4 
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LPG Prices Atlantic & Gulf Coasts 


(Of refiners, FOB refineries, in cents per gal. Prices are of refiners, FOB their refineries & tanker terminals and of tanker termina! operators. FOB thetr 
tank trucks) terminals. Ships’ bunkers prices are exclusive of lighterage. 


Industrial 92 Oct. 86 Oct. 83 Oct. 
Propane Prem. Reg. Rez. Kerosine 
8. = Gasoline Gasoline Gasoline No. 1 Fuel (*) No. 2 Fuel (*) 
15.4-15.7 14.15-14.6 cease M(Z)O 75-11(17) (299 75-10(19) 
‘8-15. 18-141 22 MOBO 65-10.9017) x0 65-9 9(19) 
16 .2(7) see 05-10 .3(10) 
(@2)13 .4-14.8 i8.4 . Hy 85-10 .1(9) 
138.4 1 10(5) 





is 
15 .2(9) i4.2 95-10 .2(15) 
(2)18.1-13.25 0.216) 
11.5-12.5 i a 
i ee at 7 a aS 8 
oO . pp cess . 
" A. (F.C., im Bulk) lle. (2)13 4-13 .7(5) rae 16 esis) 
White Crude Scale: 13.7 it See 
122-124 A.m.p.............. Mobile. 13 .4(8) 
196-198 A.mp.............- .... 6.68) 1518) 
Orleans... 18.6 12 6 








13.6 12.6 
14.3-14.6 13 .3-13.7 
14.4 18.4 





a ee (2)14.5-14.6 10 
14.4 9. 15- 10(8) 


Pt. Deaniades.. (3 18-3 Pe 2 8( 10 65(3) 
Portland 16 15.34 eee 10 05-10 .3(8) 
Providen 15 .2(5) — 10 95-11 2 9 95-10 2(8) 


seceee 14,.4-14.70) 18 .4-13 .7(5) ~“P 11.8(7 10 .65(7) 
Crude Seale N.Y. Domestic N.Y. Export ; 14.2-14.6(8) 18 2-18 .6(4) ie 11.78 10 55(5) 


(24-126 white.... 6.1 5-6. 
w ®  @8.66.10) 18.9-15.85 12.9-18.85 ur 10.2(T) 





Diese! O11 (*) Light Diesel 
Shore Plants Ships’ Bunkers Hea 
(50 cet., 55 d.i.) (45 cet., 45 4.1.) Ships’ ie 


10.1 (10)$8.22-8.78 $2. 10 15-10 .4(7) $4 .34(4) $4.01(4) 

... (10)8.19-8.68 os Gane shee oeee 
3.98 gobs 10.74 evpe soak 
al 10 os 4.34(4) 4.01 





0 te a4 8.74) Per) 
icag Seas ee es | 10.606) 4.38) ee 
Ch je District Pr’ Charleston 5 tee ded vdbs 10 3(2) 4.30(2) vene 
Prices to jobbers & Gistributors in tank -. —— - —_— —— —— 3.15 
qoaee truck wees . lots FOB refineries, ries, pe o«ne hint PPA 9(2) 3.7465) 3 4916) 
nye geenaia a phe i" 6506) ‘4736) a 
10 .66(2) 4.473(8) 








(2)18 .85-14.625 cs at Sues tl 10.515) Sk 
(2)12 85-18 .625 a ocaabeh 5 to 2 ‘2 (2)9.7-9.8 8.7408) 
2.75 10 45(4) 4 84(8) 
10.2 





2.9916) 10.25-10 6(7) 7.344) 7014) 
Laas 10 65(4) 4.478(4) 
10 7(4) mae 
$2178) 10 614) 438 
2.80 10 6515) 74780) 
10 65(6) 4. 429-4. 481(4) 


10 .8(2) 4.30(8) 





Mexican Bunker Prices 
No. 6 Fuel N Banker C 


U. S. DOLLARS PER BBL. OF 159 LITERS No. 6 Fuel No Sulfur jax. Fuel 


Bunker C Diesel No Sulfur Guarantee - Ships’ 
(Ships Bunkers) Gearantee Barges s Barges Buohkere 


$2.28(13) $2 25(15) (2)$2.35-2.43  (2)$2.35-2.40 $2 25(10) 
2 25(4) 2.43 2 4 2 25(4) 





2.43 2.44 


~ 
=wr- 














(In Ships’ 

Bunkers, or 
Deep Tank Lots) 
San Pedro, Calif... $1 .80(5) 
San Francisco... . . 1.85(4) 


Portland, Ore... . . 2.10(4) (*) A At A Atlantic Coast refineries of Giantess pam 
Seattle, Wash..... 4.62(4) 2.10(4) ai: commmantial canamanern avo @.ike Oo 





00 BO] bo 8S 09 nO) FO PO ~~ FO) PO ROTO) 
ce 
£0 DO! FO OS 0S PO] FO PO > PO/ PO TORO 
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REPUBLIC OIL REFINING CO. 


Refiners . of 
and Petroleum 
Marketers Products 


Main Offices: 4 Refinery, 
Pittsburgh, Pa. Texas City, Texas 











TANK CAR BUYERS 


e 
Uniform High Quality 
DEEP ROCK OIL CORPORATION 


P.O. BOX 1051 PHONE 2-435} 
TULSA, OKLA 





REFINERS MARKETING CO. 


Petroleum Products 

Blenders-Morketers 
Marine Terminals—Los Angeles 

Son Fro sc Horbors 


Offices: 900 Wilshire Blvd 
Los Angeles 17 Calif 





HARTOL 


at te)ail Mote) ite)-7 wile), 
INDEPENDENT MARKETERS 


Maine to South Carolina 
630 FIFTH AVENUE, NEW YORK 20, N.Y 





EXPORT 
DRUMMING 
30 E. 40 St., N. ¥. C. 











This Is Your 
Market Place! 

Write today for Advertising 
NATIONAL PETROLEUM NEWS 
1213 West Third 
Cleveland 13, Ohio 














PRICES in effect October 12 at Refineries and Terminals—Cont. 


Gulf Coast—Cargoes, Domestic & Export, All Ports 


Games pitas eae DOD Bip 00 W. B 8. Gulf, minimum of 20,000 bbis., and are by refiners only to other 
refiners, export agents, al operators. The figure in parentheses after each price indicates 
the number of companies quoting that price. 
Aviation Gasoline (MIL-F-5572) 
Grade 115/145 

rade 100/1 


Kerosine & Light Fuels 


41-43 w.w. Kerosine 
9(2)-9 .25-9 .5-9 .625(3)-9 . 75(8) 
No. 2 Fuel 


8 .25(2)-8 .5(2)-8 .625(8)-8 .75(4)-8 .875 
Diesel & Gas Oils 
43-47 Diesel Index... 
48-52 Diesel Index. . . 
53-57 Diesel Index 
Heavy Fuels—Cargoes 
No. 5 Fuel, 0-10 p.t..............-.. $2 .60-2 .66 
Bunker “C” Fuel $1 .85(7)-1.90(2)-2.00 


. .8.375-8 .75(2)-8 .876 
8 .56-8 .875(2)-9-9 126 


12. 76@y12, 875-13(2)-18 .25(2) 
2.25(2)-12 8 .625-9(2)-9 .25 


2 .3765-12.5 
11. tapi. 875-12(4)-12 25 
ll. were. ats maf Py 


Middle East Crude Prices 


(Prices are bbl. of 42 U. S. gals., exclusive of local port or other 
if any; FOB loading port indicated, for gravities shown; 2c per bbl. 
for gravities below and above those shown 

oe = Gulf 


Company Gravity Leading Port 

Esso Export 36-86 .9 a. 97 Ras Tanura, Saudi Arabia 
M. E. Crude Sales 34-34.9 1.93 Ras Tanura, Saudi Arabia 
Socony-Vacuum 36-36 1.97 Ras Tanura, Saudi Arabia 
Esso Export ; Fao, Iraq 

Anglo-Iranian Fao, Iraq 

Shell Petroleum Fao, Iraq 

Fao, Iraq 
Mina-al-Ahmadi, Kuwait 
Mina-al- see. Kuwait 


tar 
Umm Said, st Ss 


vernmental charges, sales taxes, ete. 
fferential per degree of gravity applies 


Effective Date 


7 
8 


ranian 
Gulf Exploration 
Anglo-Iranian 


RNNNMe Ree 


q woo 
e Fa e 
Seeeees t seseaases 


, Lebanon /Banias, Syria 
Tripoli, Lebanon /Banias, Syria 
Tripoli, Lebanon /Banias, Syria 
Tripoli, Lebanon /Banias, Syria 


Esso Export 
Shell Petroleum 
Socony-Vacuum 


Venezuelan Crude Prices 


degree of gravity — for np? pe below and above those shown, except for Lagunillas 
Heavy for which ns shown applies of gravity. Price applicable for each ie that in effect 
at time vessel tenders for loading. made in fields, prices shown are basis fur such purchases 
with deductions being made for terminaling and pipe line services in accordance with published tariffs. 
Purchases by Creole not subject to contracts with Venezuelan government are made at prices established 
by schedule shown below less 1c per bbl. Eacetd 
LMective 


Price 
vee’ Gravity API 8/Barrel FOB Date 
d $1.76 Las Piedras or Amuay June 23, 1953 
Tia oe Heavy : 2.13 smear dune 23, 1953 
Lagunillas Heavy edras or Amuay _— u. 195: 
june 23, 


June 23, 
June 23, 
June 23, 
June 23. 
June 23, 
June 23, 
June 23, 
June 23, 
June 23, 
June 23, 1953 
June 23, 1958 


possenenstepenanenepesenen 
SSRSESRESSIES 


Caripito 
Capure (Pedernales) 


Aviation Gasoline Prices 


ices are for tank barges or truck transport lots; aviation gasoline meet specification MIL- 
F-5572, unless otherwise soted.) 
District 


Grade 100/130 Grade 91/96 





17.4 eee cose eeee 
15 .9(2) ee ess sie 
12.45-12 .7(8) 
11.95(8) 


10 .75-11 .15 10 85 
é : 10 75-11.7 
10-10.7 
Me Ba : 7 5(8) 
8 .85(2) 7.868 A 7(8) 


11.2-11.45(8) é 
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PRICES in effect October 12—Tank Wagon—Cont. 
Secony Vacuum 


Mobilgas Aircraft 
Grade Grade Grade Mobilgas (Regular Grade) 
Gasoline 80 91 100 «Cons. Dir. Cons. m Mobil Kerosine 
Tases T.V. F.7. T.W. T.C. T.C. T.0. T.87. T.C. Yard 


6 


ag 
* ie 


New York City: 
Manh.. Ti 


—— 
AAAAR 


Mowe: waawo: & : 
at eet fo ett) ee 
_ =. — Ooo te pnt 

=O: psOC@Pemowonw ana 
im Race ~awrorers 

on 
. ine ee ee 
: S86: S=N—-on—-=—ss: oo 
‘He paceeegace aa 


i6.2 
15.5 
15.7 


- rer. PRON. PORODO Hr - . - 
* Sooo. 
+ oorocse: Orr: Bee 


AAIADAWDWDAAMAAAAABRABAAAAAAGD 
 peore: Honea hae 


Sooo oceeoooeooSsSe Se OoSeooSoSoSooSSO 


ORE ie 
11.8 ange eatin 1. obese 
11.2 a hit 15.3 0 geee 
12.6 12.6 en 2 ‘ 11.6 
hoed- 2 ates wes : osee aw 
N. Y. City Rochester Syracuse Boston Hart ford 
18.0 20.5 22.0 19.0 20.0 
19.5 22.5 23.5 20.5 21.5 
Taxes: N.Y.C. prices are ex 3% city sales tax, Syracuse prices ex 2% city sales tax, applicable to price of gasoline (ex tax). 
Discounts : Mobhi Kerosine—New York City (all boroughs) aa Mt. Vernon, tank wagon less 0.5c for deliveries of 300 gals or more. 
Mobilfuel Diesel—All points, tank wagon less 0.5¢ for deliveries of 800 gals. or more. 
Mobilheat—New York City (all boroughs) and Mt. Vernon, tank wagon less 0.5c for deliveries of 300 gal. or more. 
Notes: Jamestown T.C. prices are delivered prices; all other T.C. prices are FOB bulk terminals. 


Ohio Standard 


i mm 00 BO CO Or m OF ~3 60 69 00 69 WwW M Oro wd HONS HO NDE ND 
a 
oso: . 
to 


Sone Oo48ee- 


= 
=— 
@ 
CHABDSAAATHSOS, SHOACSSOAHAOSHOH 


Sohio X-Tane Gasoline 
Aviation Gas.-Cons. T.W. (Regular Grade) 
Sehio Sohio Sohio Con Re- " 


Avia. Sol- Kerosine No. 1 
100 


a 
- 
7 


27. 
27. 
27. 





coocoooeoSe.o: 
* 
_ 


—wdirr 
SSSasssss 
moowocoooo 

ccoooceoeceooo 


LJ 
—) 
i) 


~ 
i) 
= 
een reret fet ttt. 


MAMMA MAAMAM MAD 
SUUBEEEEEET 
> 

BSSISBSSessss 
cocooooecooeooce 
BERBRBBSSSSTS 
ecooccoosoooosco 
RESRESBRN SE 
cocoooocooocoe 
ee rr 
eB 8 98 99 8 3 9 9 


20.0 


iP 
Sohio Aviation—on contract to hangar operators and resellers, 2c off consumer t.w. 

Notes: 5 Po mens Nos. 1 and 2 Fuels—-Prices are for 100 gals. or more. 50 to 99 gals. add ic per gal., 1-49 gals. add 2c per 

agg i. Serena -W. and drum prices are for deliveries of 500 gals. or more. For ot other deliveries :150-499 one. maa 2c; less than 158 

gals., & 

Renown (third grade) gasoline prices are same as X-Tane unless otherwise noted. S.S. prices are at company-operated stations. 
* Effective Sept. 28. 
** Effective Oct. 2. 


Indiana Standard 


Tank wagon prices listed below were obtained by NPN correspondents who visited Standard of Indiana 
bulk plants where the company’s prices are publicly posted. 
Red C ———-_-__—-Stancion Parnas O8-———-———- Kentucky 
(Reg. Grade) Gaeo- Kero- 100 -100- §=100- =175- 350 1000 Standard 
Cons. Dir. 1-99 gals. 174) «349 999 is. gula. 
T.W. T.W. gals. &over gals. gals. gals. over & over 


Chicago, IIl.. 


South Bend, Ind... i4'3 


i3.i 





SAIN RIS DOWO 
AIBAGHAIIA®S: 
eooocooounse 


Ket 14-6 
Fuel Oile—T.W. —Chleage, m. ° Fire-Chief Gasoline 


Sta rd Stanolex (Regular Grade) Kerosine 
Heater Oi) Furnace Oil Dealer Gasoline Dealer 


15.3 Taxes 


oa 
i} 
—— 


coocoooooeo$o: 





on tg on an | ~aemme ker- 


is, Mo. prices: pe 
ped tax. Des Moines, Ia., kerosine and osine 1c; Mississippi, kerosine 
oil prices do not include 4c state tax. State say 
. consumer & use taxes to be Notes: 
where applicable. Notes: Dealer t.w. prices apply also to all classes Consumer t.w. prices are same as net dealer 
*“Temporary”™ price. of consumers with minimum delivery of 50 gals. prices. 
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Tank Wagon Prices 


Prices for gasoline 
tmspection fees as shown in next column. 


county taxes as indicated in footnotes. 


Atlantic 
Gasoline Kero. & 
Grade) 


Cons. Dir. 
T.W. T.W. T 
. 16.7 
17.0 
17.0 
17.0 
16.7 
. 16.1 
17.0 


Atlantic 


BRB" 


13 Reo 
a 


a at adland 
AAMAS AIDIAH 


aa nowmeoonenns' 
co soooeeooooooo: oo: & ©: soeecoose 


COO COBMAMAAAAAAMM: AM A A. ATAIAIAA 


Mineral Spirits V.M.&P. 
T.W. ° 


No. 6 
6.43 


Del., add 
‘than 100" gals, 
iy * o-~ “ada 


- 00 gals. 
Mineral Spirits apply to Stod- 


dard Solvent. 


Cont] (N. B. Prices are Continental’s tank- 
wagon prices. Current selling prices 

oil may vary from those shown because of 

local conditions. ) 


ATA aDwowe 


tt bt tet et Dt 
Caceacnraaconoexran: 





oe 
manonmnoooooooooo 


OO OOOO WI Ow www wo 


tal 


Gossthie tax column includes these 
Albuquerque & es 0.5c; Santa Fe, le; 
y aedianad le; Casper, ic. 


Salt Lak City and Twin Falls 
and kerosine a 


do not include taxes; they do, however, include 
Gasoline taxes, shown in Ala. 
separate column, include 2c federal, and state taxes; also city and 
Kerosine tank 
also do not include taxes; kerosine taxes where levied are indicated in 
footnotes. Discounts, if any, are shown in footnotes. 


effect Oct. 12, 


wagon prices Nev. 1/20c; 


These prices in 


CHEVRON 
Standard of (Regular) Av. 80/87 Gaso- 


California ae... ome line 
400 Gals. & over Taxes 
16.1 19.6 
15.6 19 
17.2 
18.6 
18.6 
16.6 
16.6 


i) 
i) 


sett $4 
DO YUROH 


Honolulu, T. 
ca A 


x 
NEeBLEREE EES: 


00 or 23 00 G0 to 
> & 00 ~3 00 00 00 00 00 ~3 -3 00 00 
coaoocoouamounooso 


wWormwomae 


16.1 


= 
a 
oa 


= =e -_ et et et 
SBABESSaeees 
DION H AHH HWE 


gas tax applies to motor fuel 
ab; es + - tape are 2c federal, 
Lake—7c gas tax applies 
fuel only; avgas taxes are 2c f 
state. 
Honolulu—8.5c¢ gas tax a’ 
only; avgas taxes are = 2 
to tandard 


Diesel/fu 
ex le territorial liquid oe tax. 
prices are ex Hawaiian gross income tax of 
1% to resellers, 2.56% to consumers. 
Notes: 

Gasoline—For other deliveries of Chevron 
(Regular) and Chevron Aviation 80/87, add to 
400-gals.-and-over price 1.0¢c for 40-199 og 
0.5¢ for 200-399 except for deliveries to 
Marine trade in Alaska (excluding Chevron 
Aviation 80/87) where 0.5¢ ot ee 

4 
0c gal.; except at Honolulu add 5.0c for 
less than 40 gals. to Marine trade and less 


Chevron Aviation 80/87 at Salt Lake City ap- 
ly to all ntities in excess of 40 gals. 
ices for ron Supreme (Premium) are 
2.2c gal. higher, except at Boise, and Salt 
Lake, which are 2.0¢ gal. higher—than Chev- 
ron (Regular) for quantity delivered. For less 
than 40 gal. deliveries, add 5.0c gal. to 400- 
gals.-and-over p' except at Honolulu, add 
5.0c gal. for yb, —“— 40 Kn vr eae S and 
less than 100 ¢: ide). Add to 
ron Aviation Hy “quantity amen Ba oa 
aan 91/98, 5.0c for 100/130 and 8.0c for 
amen py prices, except at Salt Lake 
gity. ae to deliveries of 400 gals. & over. 
deliveries: less than 40 


40 gals., add 
ord 200-399 gals., add ic; 40-199 gala.” add 4c 
tank ear/truck trailer, deduct Salt Lake 
City tank truck price x, - minimum 
40 gal. deliveries 

Standard Diesel/Furnace Oil & Standard 
Stove Oil—T.T. prices are for deliveries of 400 
gals. or more. For other deliveries: 40-199 
gals., add ic; 200-399 gals., add 0. 
than 40 gals., add 5c. 

* Standard No. 2 “Burner Oil. 

x Effective Oct. 


~~ , oo fuel 


Kerosine 
Erouier line Tank Re- 
T.W. Retail TaxesWagon tail 


20.1 


20:3 6.0 18.8 17. 


Notes: 
T.W. prices are to all classes of dealers and 
consumers. 


1953. as fovat by principal marketing companies ast 
their headquarters’ offices, ction. 
Inspection fees per 


t abies to later corre: 
-» included in both gasoline and kerosine prices, 


3/100c; Ind. 


unless eee specified, are as follows 
1/40c on gasoline; Ark. 1/20¢; Fla. 1/8; Til. 


2/25¢; Kans. L/1eSes La. 1/32c; =. 8/200; Mo. 1/25¢4 Neb. 2/100c 4 


N. D. ; Okla. 2/25¢; S. C. 1/8¢; S 


Ala. 1/2c; Iowa 1/50c; Mich. 1/Se. 


1/40c; Tenn. 2/5¢; and Wise. 3/1000 
Kerosine inspection fees only: 


Esso Gasoline 
(Regular Grade) 
Gasoline 
—— 


Esso 
Standard 


T. 
Atlantic City, N. J.. 15. 
Newark 15 
15. 
17 
. 16. 


<3 





ied 
+ BPH CONN AKON D® 


war nd OH OonannoranonnoracnarwenoeS 


yoy te 


: att oa mot a aw RO a 
ead 4 4 ~~ 


OOO COS OOOOOOOOOOOOOOAIAAIAIWNMHOIM HAAS 
Ne | 


—e 
a 

4 
<a 
nan 
oan 


ae ome W. & Steel Bbis. 
Min. Spirits V.M.&P. 


b. c.. 
norte 
Danville 


G2 C9 de ie CO GO pm C0 Go C0 « 
PON OMIM OO 


burg 
Taxes: Louisiana kerosine prices do ‘net include 
le state tax. 
Notes: Kerosine No. 1—Atlantie City 
for deli of 300 gals. or more; 


ces are per | 


Imperial bab ws at 
Oil . tract 1 /6t 


= 
“7 


eunenssesss IBIg88 
CCR RAGH HH MID 
Sor Hoorn ws 
ecoocoecocoo 
SURES Sy 
eceaHwaaeHnie rere 


eatin antient 


‘axes: taxes are provincial taxes. 
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DISPLAYED: pepe set in special type or with border— 


“Ror, Sale", “W ad a B a 
“B t an +7 ll —_ pee ol 


ext te pe Gis des eee bette) cam ne & 


UNDISPLAYED: = 


tions set 
charge $7.50 per 





CLASSIFIED 


“Positions Wan’ 


oe ee ee ee 
No agency commission or cash di ch 


"——1§ cents a word. Minimum charge $3 per insertion. 
Box number counts 2 words. 
ite 


must reach us by Wednesday. 


ified advertisements 








Position Open 


ASSISTANT TO EXECUTIVE for major in- 
dependent oil company, in expansion and pro- 
moting sales at service stations, 4805 Warner 
Road, Cleveland 25, Ohio. 


Business Opportunity 


MULTI-PUMP STATION capable of large gai- 
lonage. Prefer midwest area. Will buy or lease. 
Send full details, location, oi equipment, 
Present volume and price. Box 829. 


Wanted to Buy or Lease 


WANTED: LESSEE FOR MULTI-PUMP 
service station in Southern California. A real 
opportunity for an aggressive business man. A 
moderate investment required. Box 831. 


For Sale 


THREE NEW 20,000 GALLON CAPACITY 
horiz. 10’6” x 31’, 5/16” steel storage tanks. 
$1,645.00 each, at Newark, New Jersey and 
Springfield, Missouri. Lestan Corp., Rosemont, 
enn 


FOR SALE: LONG ESTABLISHED, well 
rounded Petroleum products and T.B.A. dis- 
tribution serving in the Industrial District of 

Angeles. An ideal arrangement for a 
partnership. Box 830. 





An advertisement in WNPN’s Classified 
Section will bring you quick, effective 
results at low cost. 


NATIONAL PETROLEUM NEWS 
1213 W. Third St., Cleveland 13, Ohio 
WRITE TODAY 








For Sale 





STEEL STORAGE TANKS 


Railroad Tank Car Tanks 
6,500 to 12,000-Gal. Cap. 
Coiled and Non-Coiled 
Cleaned—Painted—tTested 
Heavier—Safer—Cheaper 
Other Tanks Too 
Also—Complete Tank Cars 
8,000 and 10,000 Gal. Cap. 
Your Inquiries Solicited 
Marshall Railway Equipment Corp. 


50 Church St, a York 7, N. Y. 
Phone: COrtiandt 7-8090 

















FUELS 
Rothschild Produces 


95 Octane Gasoline 


Rothschild Oil Co., Los Angeles, 
last week announced its entry into the 
West Coast octane race with the com- 
pletion of a UOP Platformer at its 
refinery. 

The company said its refinery is 
ready to produce 1,500,000 gal. per 
month of “guaranteed 95 octane Plati- 
num-Treated Ethyl” gasoline, together 
with 2,500,000 gal. per month of a 
“91 octane improved Powerline Aero- 
matic.” This will be in addition to suf- 
ficient house-brand regular grade to 
supply Rothschild’s reseller accounts. 

John Rothschild, sales manager, 
said the company’s “middle grade” 
gasoline was “bumped” from 86 Re- 
search to 91. 


... in brief 


More Higher Octane—Union Oil of 
California reports it has assigned con- 
tracts for $6,350,000 of its projected 
$40 million manufacturing expansion 
program. Two new reforming units 
head the expansion plans. This phase 
of the program calls for a $5,750,000 
outlay for expansion at the Oleum, 
Calif., plant, where a UOP Platformer 
with a 14,500-b/d feed capacity will 
be built. At Cutbank, Mont., the com- 
pany will build a 600-b/d Atlantic Re- 
fining Co. catalytic reforming unit and 
other facilities. Union Oil president, 
Reese H. Taylor, said the program will 
enable Union to produce higher oc- 


tane gasolines. 


ADVERTISERS’ INDEX 


AC Spark Plug Division, 
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LEGAL NOTICE 





STATEMENT UIRED BY THE ACT OF 
AUGUST 2, 1912, AMENDED BY THE 
ACTS OF MARCH 3%, 1933, ASS “— < 2, 

1946 (Title 39, United States 
233) SHOWING THE OWNERSHIP. 
memeren <a CIRCULA- 


TI 
NATIOPAL PETROLEUM A eas weekly 
at . aan ae Pa. for October 


. The name and address of ~ publisher, eee. 


tor, Hi ° . 1218 West Srd Street 
ind 13, Ohio; Business manager, Fred RB. 
1213 West 3rd Street, Cleveland 13. Ohio. 

2 The owner is: McGraw-Hill Pevuaies Company. 
Inc., 330 West 42nd Street, New York 36 ¥.; as 
olders holding 1%, of more of, stock: Curtis “W, 

and McGraw, Trustees for " rei We, 





GERREOE: 


Street, 
WwW. Mr - -B, Madison, New 
524 Arenas Street, LaJolla. 
California: Touchstone & Company, ¢/o The Pennayivanie 
. 15th and Chestnut Streets, Philadelphia 1, 


and 3 include, in cases where the 
der or security holder appears upon the books of 
or in any other fiductary relation, 

whom such 


mit ee ; 
ba 


pon the books of 
stock and securities in « 

a bona fide owner. 
copies of each issue of this 
distributed. through the mails or 
subscribers during the 12 months pre- 
above was: (This information is 
Fe semiweekly, and triweekly 


- COMPANY, INC. 
By J. A. GERARDI, Vice Pres. & Treas. 


So fad cutemibes before mo tile 1th Gy of 


ah 


is 
ef 


r 
i 


: 
: 
SE 


ul 


ELVA G. MASLIN 
(My commission expires March 30, 1954) 
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ABOUT OIL PEOPLE 


= b, m 
“ie 8 


Be &. ene 


NEW ENGLAND OIIC STATE CHAIRMEN work on Oil Raymond W. Waldron, Tide Water Associated Oil Co., Man- 
Progress Week plans. Standing, left to right: Harold D. chester, N. H.; John L. Johnson, Johnson and Dix, Springfield, 
Harding, Esso Standard Oil Co., Everett, Mass.; Seth W. Vt.; Arthur J. DeBlois, Sr., DeBlois Oil Co., Pawtucket, R. IL.; 
Darley, Gulf Oil Corp., Middletown, Conn.; and William D. and John J. Gill, Petroleum Heat and Power, Providence, R. I., 
Ramsey, Shell Oil Co., Portland, Me. Seated, left to right: executive vice chairman for Rhode Island 


E. G. Rounds, manager of Indiana 
Standard’s Saginaw, Mich., sales field, 
has retired after 41 years with the 
company. J. A. Grueling, formerly 
assistant manager-reseller in the Chi- 
cago sales field, succeeds him. 

V. H. Morris, assistant manager- 
reseller in Evansville, replaces Mr. 
Grueling, and B. O. Bornhauser, 
sales manager-reseller in the general 
Office sales promotion department, 
succeeds Mr. Morris. 

Amos K. Smith, formerly manager 
of consumer sales in Indiana Stand- 
ard’s general office, has been named 
administrative assistant to the vice 
president in charge of sales. R. F. Wil- 
son, assistant manager-reseller at Des 
Moines, succeeds Mr. Smith, and 
C. J. Melk, general office TBA mer- 
chandise manager, succeeds Mr. 
Wilson. 





‘ * 
Be ‘ td Powy Richard L. Allbritain, formerly 
rare ts Se ; : facilities security administrator for 


the Petroleum Administration for 
TIDE WATER EXECUTIVES, attending a luncheon in San Francisco to open Defense, has taken over the post of 


the Pacific Coast football season, are shown with the guest speaker, Dr. Robert E. principal advisor to the Area Petro- 
Burns, president, College of Pacific. Seated, left to right, are: Lloyd F. Bayer, vice leum Office for the Far East, head- 
president and chairman, western division operating committee; Dr. Burns, and D. T. quartered in Yokohama. He will help 
Staples, Tide Water's president. Standing, left to right: P. E. Allan, vice president; handle all petroleum products for the 
Harold R. Deal, manager, advertising and sales promotion; and Fero Williams, vice armed forces in Korea, Okinawa and 
president. Japan. 
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PAUL BUNYAN HAS 
NOTHING ON YOU! 


Yesterday, Paul Bunyan was a legend. Today he 
is you—and every other American. 

Today you can travel as fast and as far as once 
upon a time only Paul Bunyan could travel. 

You can span a continent in hours. You can do 

even more. You can pull sleek streamliners over 
mountains. You can heat skyscrapers. You can build, 
lift, move, plow, kill insects, destroy weeds and grow 
crops—all through the use of petroleum products. 

Every step in supplying you with needed petro- 
leum products—finding new sources of oil, drilling, 
refining, transporting, distributing—is a big job. 

Last year, for example, we invested about 
$100,000,000 in the development of new sources of 
oil, including obtaining leases and drilling wells. 

There are many other costly facilities too. A refinery of 
reasonable capacity and efficiency costs $25,000,000. One 
mile of pipeline may cost $35,000 or more to build today. 
And Standard Oil and its subsidiary companies have over 
17,000 miles of pipelines. Other large amounts are required 
for expanded and improved marketing facilities—bulk 
plants, warehouses, service stations and motor equipment. 


All told, to better serve a phenomenal growth in civilian 
and military needs, it will cost us more than $200,000,000 
or about $600,000 every day this year to carry out our 
plans for new and improved facilities. 


However, modern equipment operated by skilled 
employees helps us to produce and deliver a gallon 
of gasoline at a remarkably low price. And two gallons 
today do the work that took three in 1925. 


And because Standard Oil has grown with your ever 
mounting demand for petroleum, because we have big 
facilities and big resources, we are able to do a big part of . 2 hie ne 
ig j i i i é IF YOU HAVE VISITED Bemidji, Minnesota, you will 
the big job expected of industry in a nation of Paul Bunyans dateeiaae peahen Gemvainai ations of tee Lc eodery 
e Paul Bunyan and Babe, the Blue Ox. Paul is symbolic 
~ 7 an d ard Oil Co m Pp an > J of the American recognition that ina bigcountry things 


have to be done on a big scale to meet a big demand. 
(IN DIANA) 


IT TAKES BIGNESS in oil production to keep {T TAKES BIGNESS in research to keep up iT TAKES BIGNESS i ginaning to get ready 


a mechanized nation moving ahead. Dis- with the —_— for more — a for future demand ight now we have a 
covery of new sources of oil is vital. But and fuels. A total of 2 Witting en multi-million dollar pipeline building pro- 
drilling a wildcat well in an unproved area _like Joseph J. Gregor wan our ae under way. And more millions are going 
may cost more than a million . And oratories—are employed in our a the construction of a 30,000-barrel-a- 
the odds are eight to one “Deari finding oil departments. In recent years we have dayrefineryat Mandan, North Dakota. The 
in commercial quantities. pite the cost plowed back about 66 cents out of every investment of almost 125,000 stockholder- 
and the ris Standard is constantly dollar of ear — = addition to om owners— people like Mrs Florence Luedeke 
looking for and ; Soaee new petroleum over $300,000, to pay for expand (above) of Peoria, Illinois— makes possible 
sources to maintain the nation’s reserves. facilities, including research. such huge building programs. 
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ABOUT OIL PEOPLE 





KENTUCKY jobbers attending Kentucky Petroleum Marketers 
Assn. annual meeting in Lexington, Ky., 
to right): W. D. Porter, W. P. B. Oil Co., Shelbyville; S. G. 
Courtney, Power Oil Co., Lexington; and George Hayden, 


Hayden Oil Co., Springfield 


Harry M. Henson, owner of Henson 
& Mills Oil Co., Shell oil jobber in 
Xenia, Ill., reports he opened a new 
bulk plant at Wayne City, Ill., early 
this year and now has two in operation 
—the other at Xenia. 


e 
Henry Fabritz, attorney, has been 
appointed manager of the rates and 
claims department of Ruan Transport 


last month are (left 


to right): 


OFFICERS of Kentucky Petroleum Marketers Assn. are (left 
Charley McGaughey, Continental Oil Co. jobber, 
Richmond, second vice president; Russell E. Croft, Shell Oil 
Co. jobber, Hopkinsville, president, and Irwin Arrowood, 


Ashland Oil jobber, Paintsville, first vice president 


Corp., Des Moines. Ruan transports 
oil products in six Midwest states. 


x 

W. W. Greshan, Pan-American 
Southern Corp. distributor in Indian- 
ola, Miss., went into the LP-gas busi- 
ness last year and, since then, has 
added three 20,000-gal. storage tanks, 
one twin-barrel delivery truck and a 
service truck. 





The Best In 


AV E R-TIT [E Quick Couplings 


Superior quality forged bo dy ‘ 


—precision machined 


Uniform wall thickness 


Extra heavy reinforcing rim 
for longer service life 


Hi-Strength 
forged 
handles 
—greater 
economy 


Uniform heavy 
wall thickness 
—no weak spots 


Superior quality forged body 


—precision machined 
—accurate tolerances 


EVER -TITE COUPLING CO. INC., 254 WEST 54th STREET, NEW YORK 19 
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Harold Wilkin- 
son, a director of 
The “Shell” Trans- 
port and Trading 
Co., Ltd., has 
been made a di- 
rector of two oth- 
er companies in 
the Royal Dutch/ 
Shell group—the 
Anglo-Saxon Pe- 
troleum Co., Ltd., 
and the Shell Pe- 
troleum Co., Ltd. 
Mr. Wilkinson joined Asiatic Pe- 
troleum Co., Ltd. (now The Shell) in 
May 1922. He became president of 
Asiatic Petroleum Corp., New York, 
in 1936. He also is president of the 
Shell Caribbean Petroleum Co. 


Merritt Truax, jobber in Salem, 
Ore., reports he is building a new serv- 
ice station with 12,000 gal. storage 
and two pump islands and plans to 
buy a new 7,900-gal. tank truck. 


H. Wilkinson 


W. L. Reno, Pan-Am distributor in 
Hazlehurst, Miss., recently opened a 
new “Streamliner” service station and 
will open another Nov. 1 on U. S. 51 
south of Jackson, Miss. 


A. G. McNeese, Jr., administrative 
assistant to the president of the Hous- 
ton Oil Co., Houston, has been elected 
assistant president of the Second Na- 
tional Bank of Houston, effective 
Oct. 1. 


William B. Gest has been appointed 
assistant manager for the Du Pont 
Co.’s petroleum chemicals division, 
West Coast district in Los Angeles. 
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3 good reasons to= 


70 with- 


GLOBE- UNION custom-built batteries 


I SUPERIOR 
PERFORMANCE 


Globe creative engineering as- 
sures quality construction 
design. Globe-built 
batteries ae set new, 
igh standards of 


performance. 


DELIVERY AND SERVICE 


Get low freight costs and quick 

service. 13 Globe factories, strate- 

gically placed near your markets 

are located at Milwaukee, Wis. © 
Atlanta, Ga. © Boston, Mass. © Cincinnati, Ohio ¢ Dallas, 
Texas © Houston, Texas * Emporia, Kan. © Hastings-on- 
Hudson, N. Y. ¢ Los Angeles, Calif. © Memphis, ; 
* Mineral Ridge, Ohio * Oregon City, Ore. ® Philadel- 
nhia, Pa. ¢ Reidsville, N. C. 





3 THERE’S A GLOBE- 
BUILT BATTERY TO 
MEET YOUR anne 


Whatever your battery require- 
. sa ei taste Globe sce and 
offer you a wi ice to meet application. In ad- 
val special models cavlls tok ails as ieee sped edd. 
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Globe batteries are 
custom-built for mass 
distribution under the 


trode nome Globe 
Spinning Power and o host 
of leading private brands 


Milwaukee 1, Wisconsin 


if it’s petroleum powered, there is a Globe 
built battery — right, from the start. 





ABOUT OIL PEOPLE 





OIL COMPANY EXECUTIVES attending the recent National Petroleum Assn. 
convention in Atlantic City are, left to right: Burl F. Watson, president, Cities Service 
Oil Co.; Davis W. Harris, president, Universal Oil Products Co.; Dr. Gustav Egloff, 
director of research, Universal Oil Products Co.; and J. L. Nolan. Farmers Union 


Central Exchange, St. Paul. 


Ralph Coons, Waterford, N. Y., 
has been elected president of the Re- 
tail Gasoline Dealers Assn., Capital 
district. He succeeds Cecil G. Nash, 
of Troy. 

Also elected were: Howard Kinni- 
cutt, Menands, vice president; Joseph 
Horan, Troy, secretary; Kenneth Mar- 
quis, Waterford, secretary; and Jerry 
Meyer, Waterford, treasurer. 

Mr. Coons outlined three objectives 
for the coming year: a school to train 
new station attendants; a public rela- 
tions program; a legislative program 
for local ordinances against curb signs 
that are used in gasoline price wars. 

The association has 50 active mem- 
bers in Albany, Rensselaer and Sara- 
toga counties, and distributes a bulle- 
tin to about 700 station operators in 
the Capital district around Albany. 


George M. Parker has been elected 
executive vice-president of Esso Ex- 
port Corp., international sales affil- 
iate of Standard Oil Co. (N. J.), effec- 
tive Oct. 1. He succeeds L. K. Blood 
who has served more than 40 years 
with Jersey Standard’s affiliated com- 
panies. Mr. Blood will continue as a 
director. 

* 


Frank M. Perry, Bartlesville, Okla., 
vice president, natural gasoline and 
chemical operations, Cities Service Oil 
Co. (Del.), has been appointed a mem- 
ber of the API’s general committee on 
refining. He is president of the Nat- 
ural Gasoline Assn. of America. 


72 


R. S. Moss, president of Moss Oil 
Co., Bowling Green, Mo., reports that 
he recently built a super service sta- 
tion, remodeled another station, and 
added a 61,000-gal. bulk plant and a 
1,000-gal. tank truck. 


Howard A. Jehle, has been made 
sales manager of the fuel oil depart- 
ment of Goetz Oil Corp., Buffalo. He 
formerly was with Terminal Petrole- 
um Corp. and Kellogg Petroleum 
Products Inc. 

* 


R. L. Wentworth has been made 
assistant to the president in charge of 
sales for Republic Oil Refining Co., 
Pittsburgh. He succeeds D. C. Thomp- 
son who retired last month. Mr. Went- 
worth formerly was with the Petro- 
leum Heat and Power Co. 


David H. West (of Jersey Stand- 
ard), former foreign supply and trans- 
portation director with the Petroleum 
Administration for Defense, has been 
made assistant deputy administrator 
in charge of foreign oil operations. 
Taking over his job is Franz von 
Schilling, Jr. (Caltex), formerly as- 
sistant director. Philip M. Dean (Jer- 
sey Standard) has been made assistant 
director of foreign refining. 


George J. Eagan has been ap- 
pointed Western New York district 
manager of the Davis-Howland Oil 
Corp., headquartered in Buffalo. 


COMING MEETINGS 


OCTOBER 


Independent “4 > Assn. of America, an- 
a ee > i ‘exas Hotcl, Fort Worth, Tex.. 
South Dekets agg oF ag Oilmen’s Assn., 


regional 
Dorado, Ark., 


22-23. 
Pennsylvania Petroleum Assn., Pocono Manor 
Inn., Pocono Manor, Pa., Oct. 25-27. 
American Petroleum Credit Assn., annual con- 
ference, Hotel Biltmore, New York, Oct. 


26-28. 

National Lubricating Grease Institute, Edge- 
water Beach Hotel, Chicago, Oct. 26-28. 

Independent Oil Compounders Assn., sixth an- 
nual meeting, Edgewater Beach Hotel, Chi- 
cago, Oct. 28-29. 

Arkansas Independent Oil Marketers Assn., an- 
nual meeting, Hotel Lafayette, Little Rock, 
Ark., Oct. 30. 


NOVEMBER 


Society of Automotive Engineers, transporta- 
tion meeting, Conrad Hilton Hotel, Chicago, 
Nov. 2-4. 

Nebraska Petroleum Marketers, Inc., Paxton 
Hotel, Omaha, Nebr., Nov. 4-5. 

Society ‘of Automotive ‘Engineers, fuels & lubri- 
cants meeting, Conrad Hilton Hotel, Chicago, 


Nov. 5-6. 

National Oil Ag ta Council, Sherman Hotel, 
Chicago, Nov. 5-7. 

American Petroleum Institute, 33rd annual 
meeting, Conrad Hilton Hotel and Palmer 
House, Chicago, Nov. 9-12. 

American Society for Testing Materials, New 
York, District, joint meeting with American 
Society of Lubrication Engineers, Auditorium 
of Consolidsted Edison Company, New 
York, Nov. 18. 

Assn. of American Battery Manufacturers, 
Edgewater Beach Hotel, Chicago, Nov. 18-20. 


DECEMBER 


Oil Dealers Assn. of Arkansas, Marion Hotel, 
Little Rock, Arkansas, Dec. 1-2. 

Interstate Oil Compact Commission, winter 
mone. — Hotel, Oklahoma City, 


Okla., Dee. 

Oil Industry TBA Group, annua! national meet- 
ing, Chase, Park Plaza, and Forest Park 
Hotels, St. Louis, Dec. 7-8. 


JANUARY—1954 


Kentucky Petroleum Marketers Assn., Brown 
Hotel, Louisville, Ky., Jan. 6-7. 

Northwest Petroleum Assn., St. Pau] Hotel, 
St. Paul. Minn.. Jan. 14-15. 

Kansas en’s Assn., 39th annual con- 

vention, Lassen Hotel, 


Wichita, Kansas, 
Jan. 19-20. 


FEBRUARY 


American Petroleum Institute, Lubrication 
Ma egg i Sheraton-Cadillac Hotel, Detroit. 
Feb. 

lowa Spanien Oil Jobbers Assn., annual 
convention, Fort Des Moines Hotel, Des 


Milwaukee, Wis., Feb. 24-25. 


MARCH 


Texas Oil Jobbers Assn., annual convention, 
Baker Hotel, Dallas, Tex., Mar. 8-10. 

Ohio Petroleum Marketers Assn., annual con- 
vention and marketing exposition, Deshler- 
Hilton Hotel, Columbus, Ohio, March 16-18. 


APRIL 


American Society of Lubrication Engineers. 
Netherland-Piaza, Cincinnati, Ohio, April 6.7 6-1. 


MAY 


American Petroleum Institute, Lubrication 
Committee, Skytop Lodge, Skytop, Pa., May 


3-5. 

American Petroleum Institute, Safety & Fire 
Protection Committees, midyear meeting, 
Chase-Park Plaza. St. Loui<. May 3-7. 

National Highway Users Conference, Fifth 
Highway nsportation Congress, May- 
flower Hotel, Washington, May 4-6. 
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ok Whats Back of 
YING HORSEPOWER! 


— PICTURES on this page depict the many 

vital operations necessary to produce and 
deliver the high-quality gasoline that modern 
car engines require. Exploration, drilling, re- 
fining, transportation, marketing—all these 
activities demand highly specialized skills, 

GEOLOGISTS an army of workers. And these skills and 
workers must be fused into an efficient team 
if the price of gasoline is to remain low. 


The Makers of Mobilgas, along with the en- 
tire petroleum industry , are proud that today’s 
gasoline does 50 per cent more work—yet costs 
no more (before taxes)—than the gasoline of 
25 years ago! 
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STATION ATTENDANTS SOCONY-VACUUM 


SOCONY-VACUUM OIL COMPANY, INC., and Affiliates: 


MAGNOLIA PETROLEUM COMPANY - GENERAL PETROLEUM CORPORATION 


NEW YORK 4. N. ¥.—86 Broadway ¢ CHICAGO 5, ILLINOIS—659 E. Van Buren Avenue + KANSAS CITY 13, MISSOURI—025 Grand Ave + DETROIT 22, 
¢ BALTIMORE 18, MARYLAND—1914 North Charles St. + MILWAUKEE Grand Bivd. «¢ ST. LOUIS 8 MISSOURI—4140 
WISCONSIN—907T South First &. «© CLEVELAND 15, OHIO—1422 Euclid Bivd. DALLAS 1, Magnolis Petro) 0., Magnolia Building 

Socony-Vacuum maintains many other conveniently located service office: jon 





THE NEW 


AIR METER | 


with the exclusive 
“Pressure-Guide” 


z. 

Just turn the knob: New “Pres- New safety feature: When you 
sure-Guide” shows proper tire pres- raise hose hook to use full air com- 
sure for every car! (Models without pressor tank pressure, the numeral 
this feature are also available). wheels are covered. To return meter 


to dial control, just hang hose back 


on 


COMPARE 


Shows recommended tire pressures for 21 populor cors — 
111 tire sizes. 


Assured accuracy. By test the most accurate meter ever built. 
Rugged, trouble-free design. 
. Wluminated dial can be lighted for night service. 


- Dial control for 15-90 pound pressure range. 
Manual control for pressures over 90 pounds. 


Also available in models for wall or post mounting with mounting 
bracket furnished. 


Gilbert & Barker Manufacturing Company 
West Springfield, Massachusetts » Toronto, Canada 





